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For the man whose foot is 
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 DIPPERENT” 


FREEMAN HANSTER-FITTERS* are the linet 





You know that customer! Either his foot is different, 
or he thinks it is—which amounts to the same thing as 
an obstacle to a sale. But the answer is simple— 
Freeman Master-Fitters—shoes that bring grand comfort 
and style to men who can’t be fitted in ordinary shoes. 
The invisible, built-in 2-Way Arch Bracers support and 
strengthen both arches, they also have arch-cushion heels. 


And these are the shoes that we carry in stock for you 
in 119 sizes, from AAA to E, 5 to 14! You needn’t lose 


a sale. And don’t forget that these handsome shoes 
appeal just as strongly to the man who isn’t looking for 
a special type of shoe but just wants to be smartly shod 
in shoes of quality. 

Sell Freeman Master-Fitters and earn the reputation of 
being the best shoe-fitter in town! . . Write today for 
the latest Freeman catalog, (Spring and Summer 1937) 
showing 175 styles—and ask our representative to call. 


FREEMAN SHOE CORPORATION .- Beloit, Wis. 
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Wlasttér 


Fitters 


WORN WITH rive [gl ey MILLIONS 
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VOICE of the 


HA. L. PFLUEGER of Pflueger’s 
Smart Shoes, Santa Fe, N. M., says: 

“We take our Boot anD SHOE 
RECORDER quite seriously. Posted 
in the office is a Boot AND SHOE 
RECORDER Schedule! The day the 
publication reaches the store, the 
boss has it exclusively and takes 
it home at night. The information 








contained in the book, we con- 
sider is of as much interest to our 
employees as ourselves and for 
that reason we have always stressed 
their reading every issue. There 
are six of us and each is allotted 
one day in which to read it. The 
RECORDER may be taken home over- 
night, where it can be read more 
carefully. 

“Conditions here are fairly 
good. Our Christmas business al- 
most equaled what it did a year 
ago. Everyone else in business 
here reports a very good trade. 
We see no reasons why business 
should fall off this coming year. 
and it is quite likely that we shall 
have a year at least. on a par 
with 1936.” 


* * * 


**T00 often a town is given a 
name of being a ‘cheap town’ or a 








place where one cannot sell good 
shoes successfully, and this is espe- 
cially true when the city in ques- 
tion is near a much larger city,” 
finds Gus Lueking of the Flors- 
heim Shoe Shop in Long Beach, 
Calif. 

“If a store has what people want, 
the price is not a stopper for them. 
When a shoe has the style, mate- 
rial and value that appeals to a 
man, he will buy. The point in 
mind is the surprising number of 
$12.50 handmade shoes which the 
men are picking right out of the 
window. Not only that but we are 
showing a remarkable increase in 
our regular ten dollar shoes, too. 
For one, I am not afraid of price 
here in Long Beach and never yet 
did I get stuck on top grade mer- 
chandise.” 


* % * 





Or 
SCARCITY of skins. Some kinds 


of skins are getting scarce again, 
and as sometimes happens, it’s skins 
that are much wanted that are now 
scarce. For instance, plump-weight 
calfskins, which are wanted for 
making shoes for sport as well as 
for street wear, are in diminished 
supply in both domestic and for- 
eign markets. 
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TRADE 


Kid skins of many sorts are also 
scarce and many are wanted for 
making suede leathers as well as 
colored kid leathers. 

As for skeepskins—the general 
report is that higher prices have so 
far failed to bring about an in- 
crease in the supply of skins. 

It appears that the leading coun- 
tries of the world are increasing 
production of leather and so are 
drawing more heavily on_ the 
world’s supplies of hides and skins. 








VICTOR T. CHAMBERS, chair- 
man of the Color Coordination 
Committee of the Merchandising 
Division of the National Retail 
Dry Goods Association, selects a 
dark navy as the color which is 
likely to be sold in greatest vol- 
ume in dress coats and suits next 
Spring. Other colors in dress coats 
and suits, which the committee rec- 
ommended for buyers’ purchases ~ 
because they anticipated they would 
be demanded in greatest quantity 
by the public are, in the order 
of their importance, as follows: 
A bright navy, black, beige, gray, 
brown and slate blue. Navy and 
black will share equal importance 





Page 12 


as volume shades for silk street 
dresses, and will be followed by 
bright blue, silver gray, dusk rose, 
Chinese aqua and bittersweet. 
Colors for woolen dresses are 
named in this order: Blue, wine- 
berry and rust coral. 


* * * 


W ALTER PLUNKETT, who has 
just completed the costumes for 
RKO Radio’s “Quality Street,” 
says: 

“Only the forthcoming coronation 
of England’s king can halt the 
current fashion trend to short skirts 
and save women from the hideous 
knee-length styles which were the 
vogue in 1929, 

“If the Royal family and ladies 
of the Court wear floor length 
gowns for the coronation and the 
social affairs which mark the 
event, then and only then, will 
the creators of women’s fashions 
halt their march to the knee-length 
styles which made caricatures of 
even beautiful women and gar- 
goyles of others. 

“The 1929 fashions were the 
only ones in the history of the 
world which were completely hide- 
ous, with no redeeming features. 
Hollywood designers are set to 
resist to the last ditch the adoption 
by screen stars of this type of 


clothes.” 
* oa * 


SEARCHERS after originality in 
art methods may now have copies 
of famous pictures made on the 
soles of their shoes, says a story 
from London, England, in the 
Christian Science Monitor. Tinted 
pictures on soles, outlined by count- 
less small headless nails, were 
among exhibitions in the hall of 
craftsmanship at the shoe and 
leather fair there. Among the shoe 
sole academy pictures shown were 
a Spanish galleon in full sail, a 
still life of flowers, and a portrait 
of a beach bather. 


Chief among the shoe repair ar- 
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AND TO YOU, TOO 


SOAR 


—My friend, the Philosopher, in wish- 
ing me a Happy New Year, said: 
—"Always keep in mind the three 
essentials of spiritual happiness 
and material prosperity: 

1. The Vision to See Clearly. 

2. The Mind to Decide Justly. 
3. The Heart to Carry Through 
Courageously.” 


—What finer = of living could 


one ask for than this? 


out 6 TEE 


President 








tists in Britain is Harry Stone of 
Bournemouth. His pieces are some- 
times bought, it is stated, for as 
much as £50 a pair. They are so 
good that buyers never dare walk 
on the works of art but buy a 
glass to put them in, so that they 
may be proudly shown to friends. 

Mr. Stone is considered to be 
virtual holder of the title of Mas- 
ter Cobbler of Britain. He in- 
vented this pin-point decorative 
work, and outside of that, he is 
winner of more major awards in 
craftsman-cobbler competition in 
the last 25 years than any other 
British shoe repairer. 


* * * 


€. J. PESSEMIER, of Tacoma, 
Washington, observed: 
“We find retail shoemen who 





will spend months in studying 
styles; devote hours to working 
out their advertising copy; go to 
great efforts in developing clerks 
to the very best point of good 
salesmanship; and then sit with 
an old equipped store because it 
costs money to put it in modern 


shape. These men then wonder 
what is the trouble with their busi- 
ness, for they tell themselves they 
are doing everything, when as a 
matter of fact they have grown so 
accustomed to the real fault that 
they do not sense it.” 


* * ae 


T.. H. BERNSTEIN has written a 
poem in memory of his father, the 
late William Bernstein of New York 
—originator of short-vamp shoes, 
the type of footwear made famous 
by show folk the world over: 


“He built up a business that gave 
him a name 
Through fairness and kindness, his 
capital aim, 
Respected, beloved, adored by his 
trade, 
A customer served, another friend 
made. 


“Their feet he shod with care ex- 


treme, 

And half the size he made them 
seem. 

‘Short-Vamp’ a word of U. S. 
patent 


Was trade-marked, to be a term 
ne’er latent. 





“His pride, his honor, were note- 

worthy indeed, 

He was handsome, stalwart and 
straight as a reed, 

Both gentle and charming exuding 
Life’s joys, 

Good-natured, determined, possess- 
ing great poise. 


“Husband, father, merchant, greatly 
endeared, 
Endowed with those qualities, he 
must be revered, 
And as the knight whose deeds 


ne’er hush 
This man—‘sans peur et sans re- 
proche!’ ” 
* * * 


669 AM mainly concerned about 
merchandising shoes at a profit,” 
said David M. Graham, Eugene, 
Oregon. “The style buying prob- 














lem is not very difficult. Experi- 
ence has taught us just about what 
will sell with our trade. Competent 
traveling men advise us, then we 
have the country-wide fashion in- 
formation in the good old Boot 
AND SHOE RECORDER, and, of 
course, the occasional trips to mar- 
ket and to conventions. 

“Having proper sizes is the real 
concern in a city of our size. It 
is a real vital problem, especially 
to a store which prides itself on 
supplying only good, honest, cor- 
rect fittings. The most important 
thing I have done toward doing 
business in a profitable manner is 
to exercise proper control in size 
buying. 

“Next, and this was part of the 
control, was to set up a budget 
that takes in every possible oper- 
ation in the conduct of the busi- 
ness. Estimated sales; cost of 
sales; gross profit; net profit and 
all expenses detailed down fine. 
Knowing what one’s expenses will 
be is more important than in know- 
ing what they were. If we know 
they are $1,000 for a given period, 
then we know that we must do 
$3,000 for this same time, at reg- 
ular prices to break even. 

“For the past three years, the 
profits were as large as when the 
gross sales were twice these totals. 
Stocks were much cleaner and 
liquid, due to the care taken in 
size buying. This budget work 
does not take any great amount of 
time, yet strict adherence to it 
means the difference between do- 
ing business as it should be done, 
or just ‘running a store.’” 

* * * 


BOHN R. GRIGG of Cherokee, 
Iowa, says: 

“To know how to read is of great 
value. To read for profit, one must 
learn to discipline the mind to re- 
tain, to reject, to reason. We 
should make time for reading, a 
regular time for consistent, per- 
sistent reading. The appetite for 
more knowledge comes with feed- 
ing the brain. The study habit in 
reading is easily formed. The big- 
gest men are not too busy to read. 
They read and register that which 
will be helpful to them and which 


they in turn can pass on to others. 
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To read your trade journal reg- 
ularly, and carefully, is just good 
common sense. You never know 
when you may find an article that 
will start thought processes worth 
many dollars to you. 





“We think of all the suggestions on 
how to read our trade journals most ef- 
fectively that the scrap book idea is the 
most practical. At a very small cost we 
can procure a book suitable for our pur- 
pose. With this and a box of index tabs 
we are ready to start a work, that as 
time goes by, may prove to be of in- 
calculable value to us. 

“May we suggest that some one in 
your organization, who has real heart in- 
terest in the work be appointed as official 
reader, marking the articles, items, and 
ads that should be saved for future ref- 
erence, and then have them filed in their 
proper place. 

“Tt has been suggested that a practical 
working plan would be to divide our book 
up into seven or more major sections. 
For example: Promotional ideas, service 
ideas, store records, editorials, legislative, 
orthopedic, and kinks (kinks, we desig- 
nate as those clever little items on how 
te do it better or more easily). Then 
naturally we will want to subdivide the 
various sections, as the need arises. For 
example: Promotional ideas would deal 
with all the activities that are an influ- 
ence in getting people interested in our 
products, or into our stores, and might 
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again be divided into three groups—ad- 
vertising, display and outside promotions, 


“After giving this plan consider- 
able thought, it looks to us like 
it might prove to be the answer to 
the question of how to use our 
trade journals most effectively. 

* * # 


JOHN W. SLATTERY, president, 
Johnston & Murphy, Newark, N. J., 
says: 

“The outlook for the shoe busi- 
ness this year is brighter than for 
some years past. Buyers in various 
leading cities throughout the coun- 
try have indicated that they would 
have a banner sales record during 
1937. 

“There is a pronounced upward 
trend in the cost of upper and sole 
leather and an advance in the re- 
tail price of shoes is inevitable. In 
fact, statisticians have shown that 
the leather market seems to be lead- 
ing most other commodities in its 
tendency toward an increase in 
cost. 

“In the past, this increase in 
price has brought about a healthy 
condition throughout the industry. 
Taking all factors into considera- 
tion, next season should show a 
marked improvement over 1936, 
which has been about normal.” 


























"The Missus heard me raving about the ‘new streamlined vamp’ in my sleep last night." 


\ 
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Your customers have got to walk out of the store with the 
smug pride of ——- their _ and the uncontrol- 


lable desire to tell the w 


AFTER all you've heard and read, there’s only one 
way to make money in the shoe business. 

You may have the hottest location on the street with 
a lease worth the rental you pay. You may have a com- 
fortable surplus in the bank. Your credit may be 
sound as a pre-politics dollar. You may have the best 
advertising in the city, bar none. You may have the 
most attractive windows and the most modern dis- 
plays, and your store may be more inviting than any 
in the state. The interior of your store may be the last 
work in design; your furnishings and appointments 
the envy of your competitors. The very atmosphere of 
your salon may breathe style and good taste. Even 
your salesmen and salesladies may be tops in the 
country and run books which the ordinary talent 
couldn’t touch. ; 

And with all these advantages, your profit and loss 
statement may smell like a fish cannery at the end of 
the season, because you haven’t the Great What-is-it. 

With all these advantages, your sales may be so 
weak that your lease costs you 12 per cent; your 
advertising, 8 per cent; your depreciation, 3 per cent, 
and your payroll, 20 per cent. You may be on the 


le world your shoes are tops. 


way to the relief rolls, all for the want of a single 
thing more, like a king for the want of a horse. 

The peculiar part of the proposition is this: The 
missing element is not a secret. Nearly every one 
knows about it, the same as you do. Almost univer- 
sally every one even supposes, without a great deal of 
thought about it, that he actually has it. Some go so 
far as to be absolutely certain they have it, when as 
a matter of proof it hasn’t been a part of their store 
for years. 

But at rare intervals a merchant will pile up a nice 
fortune without even knowing he has it. He will take 
it for granted, like a healthy liver, and attribute his 
success to something else. And all the time that he is 
making his fortune he is making it because he has the 
one prime factor which so overshadows all other fac- 
tors as to be 90 per cent of the success. 

Sometimes a shoe merchant will struggle along for 
years doing but little more than breaking even. And 
then he gets hold of this thing. Customers start com- 
ing in the door. Wrapping departments get swamped. 
Sizes get scarce. Office work falls behind. Turn-overs 
pick up. The wheels start going around. Expense 
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If you have it, you’re on the straight road 
that leads to Success; if you’re not sure 
you have it, then don’t fail to read this story. 


“WHAT-IS - IT” 


reports are thrown out the window. Insurance, taxes, 
depreciation, salaries, deliveries, supplies, all the bur- 
dens he used to carry on his back fade away to mere 
details. He really gets into high gear. 

Something has happened. He has got hold of some- 
thing. 

What is this thing? fi 

There’s a terrible risk in coming right out and tell- 
ing people what they already know. In the first place 
it sounds foolish. In the second place they seldom be- 
lieve it because it’s too apparent. What people already 
know they pay very little attention to. What they want 
is to find out what somebody else knows, especially in 
the shoe business. They’re looking for a secret—the 
secret of success. And the people they would like to 
get the secret from would usually give a great deal to 
find out what the asker knows. 

It is because of the elusiveness of the Great What- 
is-it. 


A LL shoe men know that there is only one way to 
make big money in the shoe business, and that is to 

HAVE ON YOUR SHELVES AT THE RIGHT 
TIME THE KIND OF SHOES THAT THE PEOPLE 
OF YOUR CITY WANT, AND AT THE RIGHT 
PRICES. 

All shoe men know it. The unfortunate part of it is 
that only a limited number of them actually realize it 
definitely, or do anything about cultivating the knack 
of accomplishing that rare condition. 

Laid out on the table the condition is something 
like this: 

After your customers have bought their shoes they 
have got to walk out of your store with a smug pride of 
ownership in their eyes. They have got to be stu- 
pendously proud of their shoes, and comfortable in 
them. They have got to feel that school-day-delight in 
owning a pair of your shoes, and to think that maybe 
you made a mistake in the price. They have got to 
feel the urge of whispering to their friends that your 
store has the whole town licked in knowing what’s 
what in shoes. They must be walking advertisements, 
when they come out of your store, whether it’s in 
Centertown, or San Francisco. They have got to shout 
from the house tops that your store has the kind of 
shoes that people want, and at the right price. 





by MARSH LANTERMAN 


“How do you like the new dogs, Charlie?” 

“Damn _ good-lookin’ gunboats, Ed. Where’d you 
get em?” 

Up goes the old sales chart and down goes the 
expense ratios. All over town the walking advertisers 
are working their heads off to make your business 
prosperous. 

The girl who has been to your store has a hard 
time keeping that pleased look off her face. “Oh, 
these? They ARE nice, aren’t they! And only ten 
fifty!’ They’ve the best looking shoes at WHATSIT’s 
this winter!” 

And the great work goes on. That’s all there is to 
it; there isn’t any more. You merely fill up the town 
with walking advertisers and then you wire the fac- 
tories for size-ups. You wire for size-ups to fill up the 
holes in the shelves where you keep the styles of shoes 
that the people of your city want, at the prices they 
will pay. And all of this is brought about because you 
have the Great What-is-it. 

If you don’t know whether you have the gift, you 
can tell by watching the symptoms. Intermittent, head- 
aches, bad disposition, doubling of the P. M. costs, 
examination of expense accounts, arguments with the 
advertising man—especially blaming it on the adver- 
tising man—should be suspected. You may be positive 
the gift is gone, if you ever had it, when you fail to 
discount an invoice. 


HOW can you acquire the Great What-is-it if you 
haven’t got it? 

Let’s be reasonable! If it were as easy as that, all 
of us shoe men would have retired wealthy years ago 
and our customers would be running around bare- 
footed. It’s an ability, a talent, a knack, a foresight, 
a sense, an understanding of what the public would 
buy if you offered it to them at the right time and the 
right price. 

And here is the turn in the road. Here is the place 
where the ordinary shoe merchant and the ordinary 
buyer take the wrong turn and go a long way in the 
wrong direction. 

There should be a sign post here. To the left a small 

[TURN TO PAGE 32, PLEASE} 
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@N Third Avenue, in a none-too-fashionable section 
of the Bronx, New York City, there is a shoe store. The 
building itself is an old building, the store is an old 
store. Its windows are plain and unpretentious. No 
bright flashing neon lights proclaim its presence. A 
simply painted black and white sign above the en- 
trance bears a simple inscription: Max Deutsch, Shoes. 
Yet for 34 years the feet of the shoe-buying public 
have beaten a track to that door. 

The reason is not difficult to find. Max Deutsch sells 
orthopedic shoes. He knows how to fit them. For in 
addition to knowing shoes, he knows feet. Thirty-eight 
years ago he passed his exams and received a diploma 
to practice podiatry in New York State. Today he 
retains his membership in the Bronx Podiatry Society. 
But he does not follow his profession. Long since he 


turned his patients over to others. For 34 years he_ 


has been devoting his days and evenings to filling the 
shoe-prescriptions of these others, physicians and 
podiatrists. For he believes that the two fields should 
be separated and that a shoeman should stick to his 
last. 

All his life Max Deutsch has been associated with 
feet and footwear. Born in Hungary in 1866, at an 
early age he was apprenticed by his school-teacher 
father to a manufacturer of custom-made shoes in 
Frankfurt-am-Main, Prussia. For three years he served 
his time, studied foot-deformities at the Rothschild 
Hospital, mastered the art of measuring shoes correct- 
ly and of building them by hand. Then, suddenly his 
father died. The support of his family fell on young 
Max’s shoulders. Boldly he accepted the burden and 
in 1890 sailed to the Land of Opportunity where he 
found the streets were not paved with gold. 

Max Deutsch refused to be discouraged. There was 
work to be found in shoe stores. For about 5 years he 
slaved daily from 8 in the morning until 10 or 11 at 
night. Then came his first real job; with Lord and 
Taylor on Grand Street. He was encouraged. He brought 
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his family to this country. He obtained a better position 
with Beauvais-Crawford on Sixth Avenue. Suddenly, 
however, discouragement enveloped him like a clammy 
fog. 

During his lunch hour one day he happened to pass 
the shoe storé of a certain Dr. Kahler. In the window 
were letters from The White House inviting Kahler to 
make special shoes for the President’s family. Max saw 
himself as he was, a humble shoe clerk, who knew more 
about feet than most of those above him, doomed ap- 
parently always to be only that. 

To a friend, Dr. Henry Hyman, now an outstanding 
children’s specialist attached to Mr. Sinai Hospital in 
New York, he unburdened his troubled soul. The good 
doctor sympathized. He did more than that. He took 
young Max under his wing, taught him anatomy, bought 
books for him, and instructed him in podiatry. When it 
came time for Max to take his tests he passed with flying 
colors. 

“That is what Dr. Hyman did for me,” he says today, 
his voice softening at the memory, his expressive hands 
gesticulating eloquently. 

For some years he practised podiatry at night, worked 
in shoe stores during the day, Cammemeyer’s, then L. M. 
Blumstein, where he became a buyer, until he received 
a flattering offer to go to Jonas Long and Sons, Wilkes- 
Barre and Scranton. He had been there a short while 
when a friend, Robert Smith, urged him to return to 
New York and to go into business with him. | 

This Max Deutsch did. The two men opened a store 
at 2655 Third Avenue. There was not business enough 
for both. Max bought his friend out, found him a good 
post with Lord and Taylor. Since then, at the same 
address, he has carried on by himself. 

Teday he is 70 years old, or, as he will smiling cor- 
rect you, 70 years young. It is well said, for he is as 
clear-minded, agile and active as many a man half 
his years. 

[TURN TO PAGE 32, PLEASE] 
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3. — With Spring prints, 

black patent leather pumps 

and sandals were the fea- 
tured shoe selection. 


2.—A close-up of the shoe 

worn with the beige costume. 

Open toe sandals were strong- 

ly sponsored for dressy 

pring wear and to comple- 

ment Summer costumes of 
all types. 
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by RUTH HARRINGTON 


Chieago Fashions 


Step Out 


At The Joint Styles Show 


EVERY retailer who attended the 
fashion showing at the Shoe Fair 
came away with a concise picture of 
what the Spring and Summer will 
bring in clothes. The Chicago manu- 
facturers outdid themselves to present 
their local talent in dress designing. 
Under the direction of Mrs. Maud 
Ashby of Marshall Field, one of the 
best commentators we have ever 
heard, this was one of the soundest, 
most practical fashion shows we have 
attended. It was not spectacular. It 





In the Shoe Fair Fashion Show presented by the Style 


Creators of Chicago, the neutrals in costumes worn with 
contrasting shoes take first place; multi-color shoes featured 
sandals for Summer important. 


1.—Beige as an Easter costume color was 
the high note sponsored at the showing. 
And beige costumes were invariably ac- 
cented, as shown here, by darker accessories. 


was not made up of extravagant show- 
pieces, but rather it was a_ well- 
coordinated, well-styled presentation 
of what the average well-dressed wo- 
man will want to wear in the coming 
season. 

Retailers who kept their eyes glued 
on the shoes were disappointed at not 
seeing more outstanding new pattern 
types and more typically Spring ma- 
terials. But blame that on the prac- 
tical difficulties of fitting mannequin 
size 8-C’s at the last minute and in- 

















































5.—With eve prints, a number of which 

were aa doh doeskin sandals were 

emphasized; also gold and silver kidskin 

slippers, with gold mentioned as the more 
important. 


ventory time! If you have ever tried 
to do that, my lads, you’ll know it 
isn’t easy. 

For those who weren’t present that 
evening here are the important points 
registered atthe showing. 


THE NEW NEUTRALS 


The neutrals, beige and gray, beige 
leading, were prominently featured. 
As Mrs. Ashby explained, everyone 
knows that navy blue is a Spring 
perennial and so the emphasis was 
put on the newest note, the neutrals 
in Spring suits and coats. With gray 
costumes, gray shoes were shown, as 
well as black and Marine blue. The 
gray shoes were selling merrily. When 
it came to choosing shoes for the 
beige group they considered beige 
shoes for some of the costumes, but iri 
every case, the available beige shoes 
did not have exactly the right color 
cast . . . and so matching shoes were 
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ruled out in favor of dark shoes. This 
is significant, we think, of what will 
be likely to happen when women start 
wearing beige. There is such an in- 
finite variety of costume beiges—gray 
heiges, yellow beiges, rosy beiges, that 
correct matching is almost an impos- 
sibility. From the fashion angle, also, 
the darker shoe is without question 
smarter. The only beige shoe that 
seems to us a safe bet, is the beige 
shoe generously trimmed with brown 





4—A soft blue suit was worn with a bow- 
trimmed pump in blue kid. 


or russet, which helps to blend the 
shoe with the cast of the costume. 


BROWN ACCENTS 


Brown shoes were used at the show 
in most cases—usually the darker 
tones—Marrona or Cinnamon, occa- 
sionally the russet shades, Spanish 
Tan or Chaudron. In one case, black 
patent was selected . . . and very 





effective it was. In fact, this combi- 
nation is newer than beige with brown, 
but the majority of the Spring beige 
costumes are trimmed with brown, 
calling for a brown shoe. 

As we reported last week, many 
buyers who had under-bought on 
brown shoes realized, at the show, 
the necessity of being covered on a 
demand for brown shoes to wear with 
beige. 


LIGHTER BLUES 


For the fashion-conscious shoe 
store, there was an object lesson also 
at the fashion show, in a lighter-than- 
navy blue costume worn with Marine 
blue shoes. This deep blue shoe was 
not as smart as a somewhat lighter 
shade would have been. A slate blue 
would have been good with this par- 


6.—Multi-colored suede sandals in the Coro- 

nation tones, shown here with a bright 

green chiffon dress, were also worn with 
white Summer clothes. 

















Open toe and open heel sandals were featured with all types of late 
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Spring and Summer street and sports clothes, also with afternoon 
dresses for immediate wear. There could be no doubt about the 
endorsement of this extremely sandalized shoe, with a small opening 
at the toe. We are sure that retailers who had been cautious about 
open toes went back and bought some, after seeing the show! It 


will, without question, be open season for open toes in fashion shoes 


after Easter. 





ticular costume. So would a color a little deeper than 
slate and lighter than Marine, which is selling in high 
style kid and calf leathers. We urge you to consider a 
few shoes in this lighter blue range in the smooth leathers. 
They belong in the fashion picture for special promotion. 


PRINTS AND PATENT 


Many prints were presented at the showing, both 
for day and evening, with black, blue and some brown 
grounds and extremely colorful patterns. Black patent 
leather shoes were shown as the complement to daytime 
prints in black or blue. Black crepe or doeskin san- 
dals for the dinner dresses. With these new bright 
prints, colored shoes could also have been used. Cor- 
onation blue, green and red, terra cotta or that new 
softer rose, brown red Cornelian that was introduced 
at the show, would have been extremely effective in 
many cases. There’s plenty of opportunity to sell 
colored shoes with prints. 


MULTI-COLOR SHOES 


A nice bit of color drama was introduced at the 
show when the same shoe was worn with two widely 
different costumes. First, the mannequin came out in 
a white linen dress, trimmed with narrow bands in 
the Coronation colors. With it she wore a multi- 
colored kid suede sandal in these Coronation shades. 
Then later, she appeared in a bright green chiffon 
evening dress . . . and the same shoe. 


7.—Emphasizing two highlights in Summer shoes. (Left) 
The open toe sa in Coronation colors, worn with a 


linen dress embroidered in these colors and (right) 
the white doeskin step-in trimmed with black patent, 
worn with a white linen dress accented by black buttons. 





Not only did this prove the versatility of the multi- 
color shoe, but it also emphasized another point—that 
fanciful sandals will often be worn this Summer with 
the simplest sports clothes, with which we are used 
to seeing more tailored shoes. All these little sports 
dresses had softer, more decorative touches in their 
trimmings, a feminine feel that makes the novelty shoe 
possible . . . and important this year. 


BLACK AND WHITE 


Another new note in footwear with white was the 
white doeskin step-in trimmed with black patent worn 
with a white linen dress trimmed with black buttons. 
There is a place fur this combination as a fashion 
highlight. 

With a black and white linen costume, a black kid 
suede extremely open anklette was worn, registering 
the high style note of open dark shoes for Summer. 

For the rest of the white or colored Summer dresses, 
the all-white shoe was selected. A comment was made 
on the style significance of rough white linen in shoes 
to complement the rustic weaves in dresses. There was 
talk of tan and white in spectator types. 
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Dr’ Scholls 
Zino-pads 


1242 IN FREE GOODS 
$4.00 DEAL $5.60 DEAL 





















ON STANDARD WHITE ON NEW DE LUXE 
CONSISTS OF Packed in CONSISTS OF 
1% Doz. Boxes for Corns Display 1% Doz. Boxes for Corns 
Y% Doz. Boxes for Callouses Y%, Doz. Boxes for Callouses 
¥% Doz. Boxes for Bunions Container Y% Doz. Boxes for Bunions 


Y% Doz. Boxes for Soft Corns Y, Doz. Boxes for Soft Corns 


3 BOXES FREE (Corn Size) With Each Deal 


Order Two Deals and 
Get This Dispenser FREE 


You may order Two DE LUXE Deals, 
or Two STANDARD WHITE Deals, 
> or one of each. 

This New Dr. Scholl Zino-pad all metal COUN- 
TER DISPENSER, reproduced at the right, will 
instantly appeal to you for its extraordinary atten- 
tion-getting value. The two feet, showing the 
various uses of Dr. Scholl’s Zino-pads, are em- 
bossed and stand out in bold relief. 


OFFERS EXPIRE FEBRUARY 15, 1937 


Take immediate advantage of this FREE GOODS Beantifelly 
DEAL on Dr. Scholl’s Zino-pads. They ate sell- __Li#herapled im Calors 
ing faster than ever before. Our 1937 advertising 









Width 6" 
Depth 6%" 
Height 1144" 









campaign in the magazines, newspapers, roto- THE SCHOLL MFG. CO., Inc. 
gtavures and American Weekly is bigger and Makers of Dr. Scholl's FOOT COMFORT Appliances and Remedies 
‘ more impressive than ever. 213 W. Schiller St., Chicago 62 W. 14th St., New York 


THIS MEANS PROFIT FOR YOU! DON’T DELAY! ORDER NOW! 
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She Editors Qulbook 


After Buying-You Must Sell 


PUSHING production into two months of feverish 
shoemaking, to meet an early Easter date-line, is part 
explanation for the bulge in buying in early Jan- 
uary. The wanted shoes when wanted. By and large, 
there is no shortage of shoes in stores in America, for 
400,000,000 pairs manufactured in 1936 have not gone 
the consumer’s way completely. The seller’s market 
situation won’t last long, for machinery is geared up 
to the production of an unlimited supply of shoes. 
The question for all to ask is: “What shoes for when?” 

It’s folly to store up shoes as inventory, sure to 
increase and thereby make profits for speculators. 
Shoes are not, and never will be, appreciating prop- 
erty. Think back to 1919, when every succeeding order 
was pushed up fifty cents per pair. The public soon 
choked up on the style (not the value) and high 
boots were a drag on the market. Huge armories and 
warehouses were baited with sacrifice sales—and yet 
it took 10 years to vacate store shelves of post-war 
style nightmares. Bought for inventory profit—many 
a business was smothered in stock that was worthless 
as style, though useful still. Not that we see a return 
of 1919; but rather to point a moral: “Don’t specu- 
late in shoes—they are, in the main, as perishable as 
fruit when the bloom of style fades.” 

When smali town merchants try to buy 50 per cent 
of a year’s stock of shoes in one sitting—seller and 
buyer beware. The best policy is to “buy and sell on 
the market”—let the stock never become sluggish. 

If inflation, as such, is ahead, it is strangely “in 
the mind” and not in the shoe store fact. We enjoyed 
two artificial bulges in consumer demand in 1936— 
the army bonus bulge in June and mid-Summer; and 
the dividend and tax-evading bonus of December. Both 
were not natural nor normal to the times. Both were 
mental stimuli and merchants rushed to market to buy 
and buy—and whatever profits made on paper were 
put back on the shelves in stocks of goods. 

All very good as a means of restoring employment; 
and all very good if the boom continues. But unem- 
ployment is still a billion dollar baby in a 5-and-10c 
brain Congress, and business goes along making more 
shoes and shirts and everything, with less workers 
than before. There will be no governmentally-financed 
boom in 1937—and business is too busy individually 
to bolster purchasing power with mid-1937 bonuses 
to lift the Summer slump traditional to mid-Summer. 





By ARTHUR DBD. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


We could, as in England, France, Germany and Italy, 
make munitions and by so doing bulge purchasing 
power at the expense of government, but even that 
method is too slow to help 1937. 

So we leave to business the task of creating its own 
purchasing power—which it will do in time with new 
housing, new railroading and new projecting, for money 
is hot for quick turn-over. 

We, in shoes, need to keep our feet on the ground. 
Mass strikes and mass influenza reduce immediate pur- 
chasing power—but not so much shoe purchasing 
power. We can consume all the shoes made and in 
process, and at least 10 per cent in pairs, but we can’t 
do it inventory-minded. We have got to be sales- 
minded—and multiple sales-minded. We have got to 
advertise individually and collectively and sell, satisfy 
and sell. We have got to sell more and better shoes 
and so serve a public that shoes become “firsts,” not 
“lasts” in purchasing interest. Be not the first nor 
the last to raise prices and do it only after considera- 
tion of local conditions and local competitive pres- 
sures. Crying “Wolf, wolf” is not music to the public 
ear when chains still hold tight. Economic pressure 
cannot be denied, over the long pull, and eventual 
prices are bound to be higher, but if you are fortunate 
enough to have progressive prices in your store, you 
can move forward with greater security, under cover 
of better service rendered to the American public. Lis- 
ten to purchasing power play its cash-register tune— 
not to the siren of speculation, which never was and 
never will be sweet music in style shoes. 

If your store is hungry for new and wantable styles, 
you have bought wisely—providing you don’t look at 
old-stock and new as “money in the bank” because it 
is paid for. There never was a time when freshness 
of stock is more necessary. The great value of National 
Shoe Fairs is the opportunity they afford to “sample- 
shop” the market. We had an experience in the “shoe 
store interviews” to point the way to increasing shoe 
store traffic. A merchant seeing a demonstration sale 
of “bowling shoes” said “That reminds me we are 
building a new bowling alley in our town and women 
and men are ‘nuts’ over it.” He contemplates a short 
[TURN TO PAGE 35, PLEASE] 


























WITH FRIENDLY 
AID OF STURDY 
SHOES, SKIERS 
MAKE BREATH- 
TAKING JUMPS 
IN SAFETY 


Skiing offers you the opportunity 
for extra sales and profits. Whether 
on trails like “Hell’s Highway”, 
“Chin Clip”, “Nose Dive”, “Wild- 
cat”, “Thunderbolt” or others, 
shoes that stand the gaff are 
wanted by professional and tyro. 


KISTLER “BENCH BRAND” 


SOLE LEATHER 

makes the finest foundation for ski 
shoes. It challenges the weather 
and wear encountered in the sport. 
Skiers wearing shoes bottomed 
with it have a source of confidence. 
Distributors enjoy trade that’s sat- 
isfied. 
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THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USEO FOF KISTLER “BENCH 
BRAND" SOLES IS ABOUT 13% 
Y OF THE WHOLE SIDE. 





FOUNDED - 1840 
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GERALD McCANN 


I DON’T like to be called a fashion authority. 
Call me a writer, reporter—even a commentator. But 

leave authority for those gentlemen who discovered 

fashion so recently, that they think they invented it. 

It seems to me that authority is too heavy a word to 
apply to civilian clothes, which are, after all, a matter 
of personal choice. 

As far as I’m concerned, a man can wear anything 
he pleases. He can wear white shoes with his tail coat, 
if that makes him happy . . . and if he doesn’t mind 
people thinking that he’s a dope. 

But many men don’t know that wearing brown shoes 
with a bowler hat, shows almost as much lack of 
savoir faire. It’s bad, not only from a point of view of 
convention, but also from one of design—one black 
hat seems to require black shoes at the other end, to 
balance it. 

Similarly, a brown hat requires brown shoes. 

We all take this for granted, but it’s the kind of 
information that men all over the country write to ask 
me for. 

That’s why I get fed up with people’s saying, “That 
may be all right for New York, but it won’t go in the 
rest of the country.” 

As far as I can see, the “rest of the country” is 
pretty damn smart, and getting smarter every day. 

I don’t have to tell you men about the damage badly 
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MEN 
MAY DRESS 
AS THEY PLEASE 


But What the World and the 
Fashion Observers Think of Them 
Is a Point to Be Considered 


Gerald McCann Looks at the Current Style 

Parade and Makes Some Timely Remarks 

About Fashions and Footwear, at the National 
Shoe Fair. 


fitting shoes can do to a person’s feet. Every shoe man 
must know that. Nevertheless, I’ve been fitted short 
several times in this country and in England. I’ve got 
a flexible arch, and almost any size between 714 and 
9 feels all right at first. I’ve always gone to pretty 
good shops, and always let the salesman measure my 
foot. And I used to take his word that the shoes were 
right for me. It wasn’t until I’d worn them a while, 
and my calf muscles began to get sore, that I realized 
something was wrong. As I have said, those were not 
gyp stores, and I’m sure the fault did not rest with 
the management. Doubtless it was simply that the 
salesman didn’t have a size to fit me, and wanted 
another sale for his book. But naturally I didn’t go 
back to those stores. 

Therefore, I think it is important for the retailer of 
men’s shoes, especially, to have a reasonable number 
of styles, but to have a complete range of sizes. A few 
novelties may be all right to attract attention in the 
windows, but personally, I take the shoes I wear too 
seriously to pay much attention to them. 

You realize, I’m sure, how much your windows con- 
tribute to sales. And I think it is very important that 
they be seasonable. Mr. Laycock was telling me the 
other day, about an experiment he tried after Hanan 
opened the Broadway Shop. It was cold weather, so 
they put in a window of men’s shoes with double soles. 
These went well. When they tried a window of lighter 
shoes, sales dropped immediately. 

The public, more than ever before, knows what it 
wants, and shops around until it gets it. 
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CRAWFORD SHOE CoO., Lima, Ohio 
Grand Rapids planned and equipped 


ROL eswrance 


From all reports, the coming year will bring 
an increase in sales volume for retail shoe 
dealers. What percentage of the increased 
business in your community you will get, and 


what your profits will be, depends on a number 


of things. 


And one of the most important factors will be 
the layout of your store and the type of equip- 
ment you employ. 


Increased sales volume does not always mean 
increased profits in proportion. 

To insure your profits, your store should be 
properly planned so that advantage is taken 


of every square foot of valuable floor space, 
insure customer and clerk convenience, handle 


, GRAND RAPIDS STORE , 


“peak” periods with a minimum of congestion, 
and keep overhead down to the lowest 
possible point. 


Your fixtures should be designed to properly 
carry your stock as well as to display the 
merchandise to best advantage. 


For thirty-five years we have been “planning 
stores for more profit.” Shoe dealers from all 
parts of the country have written us enthusi- 
astic letters telling us of greatly increased 
volume and substantial profit gains following 
the modernization of their stores. 


Without obligation to you let us tell you more 
about our store planning service and equip- 
ment and how you can insure your profits. 



















MAIL THIS 


COUPON TODAY 





Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 





* EQUIPMENT COMPANY ~ 


Main Offices and Factories: 
Grand Rapids, Michigan ‘ie 


Branch Offices and Representatives in Principal Cities | City 


When writing advertisers please mention Boot and Shoe Recorder 







Please send us further information on your 
Store Planning Service and Equipment. 











State. 
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Michigan Shoe Merehants Meet 


Fifteen Hundred Retailers and Large Number of 
Exhibitors in Attendance at 33d Annual Convention 
in Detroit. Robert J. Schmidt Re-elected President 
and All Major Officers Are Returned for Another Year 





CLYDE K. TAYLOR 


Co-Chairman, with Herman Meyer, of 
Detroit Convention Committee 


Detroit, Micu.—The Michigan Re- 
tail Shoe Dealers Association opened 
its thirty-third annual Convention and 
Shoe Fair Sunday at Hotel Statler, 
with an attendance of fifteen hundred 
retailers and a near record number of 
displays. Formal opening of the as- 
sociation’s annual convention took 
place Monday noon at a luncheon 
meeting, with President Robert J. 
Schmidt of Hillsdale in the chair. Two 
hundred were present at this gathering. 

Frank J. McCloskey, president of 
the Michigan Shoe Travelers Club, 
gave formal welcome and introduced 
club members, emphasizing that only 
through cooperation of traveler and 
retailer can either succeed. State shoe 
men should direct their buying power 
toward the state convention, support- 
ing travelers who make this coopera- 
tion possible, Mr. McCloskey main- 
tained. 

President Schmidt gave tribute to 
Joseph H. Burton, Lansing retailer, for 
legislative work, and especially for 
successfully opposing restrictive legis- 
lation on corrective shoe selling. Mr. 
Schmidt announced a monthly eight- 
page bulletin, The Michigan Shoeman, 
with the first eight-page issue distrib- 


(Special Dispatch to Boot and Shoe Recorder) 


uted for the convention. Clyde K. Tay- 
lor, co-chairman of the Convention 
Committee, praised Nathan Hack, pub- 
licity chairman, who was sick in Chi- 
cago, for work on the bulletin and 
convention. Tribute was paid to Co- 
chairman Herman Meyer, in charge of 
convention arrangements for the trav- 
elers. 

William T. Livingston, president, 
Fyfe’s, gave the shortest speech. He 
said: “I want to congratulate you gen- 
tlemen on your looks. You haven’t 
aged one bit since a year ago.” 

A congratulatory telegram from 
Clarence Faflik, Cleveland, former 
president of the Ohio Retail Shoe Deal- 
ers Association, was read to the con- 
vention. 


The Consumer's Viewpoint 


Harry C. Heffner, nationally known 
business counsellor, gave an address 
entitled “The Consumer Looks at the 
Retailer.” He said, among other 
things: “The consumer embodies all 
virtues, all vices. He talks to himself 
about service as he goes out of your 
store. Eventually he is bound to talk to 
others. He expects more than honesty 
as policy. Honesty is reflected in man- 
ner even more than sales talk. The 
consumer expects you to be an author- 
ity on your subject, and able to give 
wise counsel. Courtesy is the next 
most important thing. A positive per- 
sonality in the store, and belief in 
prosperity, despite bad business, is nec- 
essary. Personality can do more good 
than sales talk. 

“However, the consumer is a good 
counsellor. You can achieve results 
by asking questions. The man we ask 
favors from feels kindly and superior 
to us. Such an interchange of ideas 


brings to light forgotten fundamentals 
of business operations. : 

“Retailers fall down sometimes by 
not giving quite enough courtesy ser- 
vice. A good salesman should be dip- 
lomatic, always right, reasonable, and 
have courage and kindliness. Truth in 
selling is the sum total of good sales- 
manship.” 

Business sessions were held Sunday 
and Tuesday, with directors’ meetings 
between. All major officers were re- 
elected, including Robert J. Schmidt, 
Hillsdale, president; Clyde K. Taylor, 
Detroit, executive vice-president; Rob- 
ert Murray, Charlotte, secretary and 
treasurer; O. R. Jenkins, Lansing, field 
secretary. 

Directors were elected as follows: 
Three years: Steven J. Jay, Detroit; 
E. T. Nunneley, Mount Clemens; Na- 
than Hack, Detroit; C. E. Masters, 
Alpena; John Mann, Port Huron; two 
years: B. C. Olsee, Grand Rapids; 
A. G. Pond, Jackson; Arthur Jochen, 
Saginaw; J. H. Burton, Lansing; Clyde 
K. Taylor, Detroit; M. A. Mittelman, 
Detroit; one year: Frederick Elliott, 
Flint; P. R. Appledoorn, Kalamazoo; 
Ralph Meanwell, Ann Arbor; Fred 
Murray, Charlotte; John Och, Che- 
boygan. 

A committee was appointed to issue 
a questionnaire to members on the city 
for the 1938 convention, also the ques- 
tiorl of changing the date from January 
to June. 

The officers were appointed as a spe- 
cial committee to prepare a letter de- 
scribing the aims and accomplishments 
of the association in a letter to all Mich- 
igan shoe retailers in a new campaign 
to increase membership. A special 
committee is to be appointed to work 

[TURN TO PAGE 51, PLEASE] 
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Surpass COLORED Kids are 
making a real contribution to 
the profit potentials of the shoe 
retailer and the shoe manufac- 
turer. Full bodied and firm, 
silky, with a warm, dull lustre 
and a fine even grain, they 
equal in every way the consis- 
tent uniformity and the stan- 
dards of quality characteristic 
of Surpass Black Glazed Kid. 
Skill in the tanning processes, 
rigorous selection of the raw 
stock by Surpass agents in all 
parts of the world, plus a half 
century’s experience in pro- 
ducing fine Kid . . . these are 
essential ingredients in every 
lot of Surpass GLAZED Kid. 
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This beige woel costume takes its 
sarface interest in an all-over 
eyelet design 


THE needle in the haystack is less hard to find than 
a plain shoe in Paris. The trend of the Springtime is 
to the decorated surface. Punch work, cut-outs, stitch- 
ings, appliques, work valiantly to this end. Two-leather 
schemes and three-color contrasts play large parts in 
the work-out of the decorative urge. 








Details of trimmings are finely worked out, and in 
the afternoon and evening models often exquisitely 
handled. Leather combinations post the accent on kid 
with antelope or suede, box with velvet call or veau 
velours, and patent leather for liberal use in trimmings 
and combinations. 
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PARIS STRESSES 
NEW 
SURFACE 
TREATMENTS 


by 
Alice M. Appe 








Height is more stressed than ever, through cuts, 
bands, tongues, any device calculated to achieve it. 
For afternoon are pumps, oxfords and derbies, cut high 
or trimmed high, and specializing in open work detail 
of one sort or another. 

Punch work of a very large order characterizes the 
brown glace kid oxford shown, contrasted effectively 
with very small perforations spiraled around the larger 
“portholes.” 

[TURN TO PAGE 46, PLEASE] 
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The Great “What-Is-It ?” 


[CONTINUED FROM PAGE 15] 


arrow should point to the road to the 
shoe markets—to the factories and the 
study of shoes. To the right a large 
arrow—an arrow as big as an air- 
plane should point to the road to the 
Public—to your public—the people 
you’re going to buy shoes for. 

The road to the right, to your cus- 
tomers, is the road to travel if you 
want to make money in the shoe busi- 
ness. How will a study of the shoe 
markets make you any money if you 
haven’t a complete understanding of 
the needs and the wants of the people 
you’re buying for? 

First, comes the study of people; 
second the study of shoes! 

It is from the study of people that 
you acquire the Great What-is-it! 

You develop it from the study of 
people and NOT from the study of 
shoes. 

You study the people who live in 
your own town. The people on your 
own street. The people on your own 
sidewalk. The people in your own 
clubs. Your own churches. Your own 
hotels. At your own banquets, dinner 
dances, luncheons. Your own beer- 
halls. Your own store! 

What kind of shoes do these people 
want? 

What style of shoes would they go 
for it you put the shoes in your win- 
dows? What will they buy next Spring? 
How style-minded are they? How 
prosperous? How foolish? How sensi- 
ble? What kind of people live in your 
city and what distinguishes them from 
the people of other cities? 


It isn’t of much value to know what 
people want who live in other cities. 
You want to know what the customers 
want who live where you live. Ten 
miles may change the requirements for 
success. 

What kind of shoes do your cus- 
tomers want? You either answer the 
question right or you go out of busi- 
ness. And you can’t ask your customers 
either, because they don’t know. For 
the most part they are sure only that 
they don’t want the same style of 
shoes they had last season. They want 
something new and different. 

Most automobile manufacturers 
didn’t send out letters asking the pub- 
lic what kind of cars they wanted for 
1937. But they spent a lot of money 
studying the public’s requirements and 
anticipating what the public would 
want and would buy if it were put be- 
fore their eyes. And now the new 
models are on display and you can tell 
at a glance which one of the com- 
panies had the most accurate guessers 
in its Great What-is-it department. 

The Great What-is-it, is also the 
largest single factor of your own suc- 
cess as a retailer. You either guess 
’em right, or you guess ’em wrong. 

The smart boys reduce the gambling 
percentages against them by studying 
their customers more than their shoes. 
They spend three hundred and sixty- 
five days and nights of the year ana- 
lyzing their customers wants. 

THEN they fit the market to what 
they’ve learned and watch the money 
roll in. 





My Life of Shoe Fitting 


[CONTINUED FROM PAGE 18] 


Not tall, with a slight tendency to 
stoutness, he is more than Max 
Deutsch, merchandiser of orthopedic 
shoes. In the Bronx where he has lived 
so long he is a personage, loved and 
respected and every man’s friend. It 
is said that his charity to unfortunate 
neighbors is unbounded. But he will 
not talk about that. He would much 
rather talk about shoes and feet and 
the customers who throng his old-fash- 
ioned-looking store where he sells up- 
to-the-minute shoes to men, women and 
children, children who are the chil- 
dren of those youngsters whom he shod 
in past days. 

He moves among them with a word 
for this one, a word for that, a pat 
on the head for a child. Children adore 
him. They run to him trustingly from 
their mother’s arms, and go through 
the trying task of being fitted to shoes 
(sometimes these are not pretty shoes 
for little, deformed feet) without a 
murmur. For Max Deutsch among 
other things is a psychologist. He 





knows how-to handle children and 
adults and girls in their teens. 

“Often they are unhappy when they 
find they have to wear orthopedic 
shoes,” ‘he. says in his low voice which 
still retains a trace of his Austrian 
ancestry. “But when I explain to them 
that it will only be for a little while, 
they are reconciled. 

“Sometimes it is the parent who is 
upset. I try to reassure her so that 
she will not communicate her distress 
to the child. A child should never be 
made mentally unhappy, especially 
over some temporary, or even perma- 
nent foot defect. So much can be done 
for deformities of the feet by properly 
fitted shoes.” 

A clerk comes into the cheerful, old- 
fashioned office lined with posture 
charts and charts of legs and feet and 
X-ray photos and diplomas and all the 
paraphernalia of a man who is a 
skilled podiatrist though he may not 
work at the job. Clerks are always 
bringing in a customer, sometimes a 





mother with a child. This time it is a 
young girl. One of her legs is slightly 
shorter than the other. Mr. Deutsch 
makes her stand on a platform, mea- 
sures her from knee to instep and from 
back of. the knee to heel. He slips a 
shaped lining into one of her shoes. 

“Better?” he asks. 

“Much better.” 

“Of course. Now you have perfect 
balance. Now you will be comfortable. 
Perfect balance of the human body is 
part of the secret of fitting shoes cor- 
rectly—that and snugness.” 

She climbs down from the stand and 
for the first time sees the shaped lin- 
ing. It protrudes above the shoe. Her 
pretty face drops. Her brown eyes are 
opened wide. Horror is in her voice. 

“TIs—is it going to show like—that?” 

“No, my dear.” He pats her re- 
assuringly on the arm. “It won’t show. 
No one will ever see it.” 

She breaks into a smile. “Oh, thank 
you. Thank you.” 

A mother with a tiny child is wait- 
ing. She is worried. The child has 
been wearing its first pair of ortho- 
pedic shoes. She has brought it in for 
its first check-up. Mr. Deutsch be- 
lieves that children with foot-faults 
should be examined every 5 or 6 weeks. 
What will Mr. Deutsch find? 

The child prattles happily and is 
lifted on the platform. Happily it 
obeys Mr. Deutsch’s instructions. And 
he smiles. 

“Your child is going to be all right, 
madam. The arches are strengthen- 
ing.” 

Her delight is unconcealed. “That’s 
all I want to know.” 

She goes out. 

“It isn’t always as pleasant as that,” 
he says as he resumes his chair. “Some- 
times people come to me for orthopedic 
shoes whom I don’t even attempt to 
fit. No.” He fingers the thin, gold 
watch-chain stretched across the waist- 
coat of his conservative, well-cut, 
brown suit. “Sometimes people come 
to me who are suffering from a com- 
plaint which is not foot-trouble at all, 
though they think it is. Occasionally 
they have pyorrhea, or sinus stoppage, 
or a throat infection, or arthritis. 
Their feet bother them. I could fit 
them to shoes which would help them 
temporarily. But I don’t. Instead I 
recommend them to see a physician. 
Frequently that means the loss of a 
sale. But I couldn’t do otherwise. A 
few of them come back to thank me. 
Others—well, one day a woman came 
here with a cyst on her foot. I told 
her I couldn’t attempt to fit her and 
suggested a doctor. She was very 
angry. Hasn’t spoken to me since.” 

A voice calls his name. He gets up 
from his chair and goes out into the 
store. Some problem has arisen. His 
fingers glide over the contours of a 
shoe-clad foot. He straightens. His 
hands go behind his back, a character- 
istic pose. Benevolently, smilingly, he 
speaks, 

He is a busy man. He has his own 

[TURN TO PAGE 34, PLEASE] 
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Undisputed Leaders for 
Over 30 Years 


The prestige and popularity of Buster Brown Shoes among boys 
and girls of all ages remain unchallenged. To them, the name 
Buster Brown means style and fit and lots of wear. To their 
mothers and fathers, many of whom grew up in Buster Brown 
Shoes, it means strong, straight, healthy feet smartly shod at 
low cost. 

Never has the line been more complete, more modern in style and 
finish than today. Never has there been a greater opportunity 
for steady sales and steady profits than you'll find in Buster Brown 
Shoes for Spring. Write or wire for a personal presentation of 
these splendid, high quality shoes. 


Buster Brown Shoes are 
sold by bigh class stores 
everywhere. 
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Look at your displayed shoes now. 
are not using Spring-to-fit forms, your shoes 
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soft line, show every fashion highlight in 
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is effective; if the costume beige has 
a rosy tinge, then a sun-tan should be 
the best choice. 

The store that is merchandising beige 
shoes will probably do well to have a 
matching beige stocking, because it is 
inevitable that some women will want 
to be beige from head to toe. 

For gray clothes (significant for the 
early season) the copper beige stock- 
ing is high fashion. Clear beige is also 
good. So is sun-tan. Taupe tones are 
the conservative choice. Matching gray 
is always wanted. And for the pre- 
Easter season, with gray shoes selling 
as they are now, matching gray stock- 
ings can’t be overlooked. 

With browns (not a large factor this 
Spring), the stocking choice is a sim- 
ple matter of blending. Since the best 
Spring browns are in the light and 
lively, “gingery” family of colors, the 
copper beiges will be most popular. 

Light wines and rose shades (which 
are indicated in casual woolens and in 
silk dresses) call for warm rosy beige, 
rosy taupe, or sun-tan stockings. There 
is nothing duller than a wine costume 
with a neutral stocking—and nothing 
more glaring than wine with a coppery 
8 + 
The costume colors listed above are 
the volume colors for Spring. For later 





On with the New Hosiery Colors 


[CONTINUED FROM PAGE 16] 


on, when white high colors and pastels 
come in the picture, the stocking story 
swings to the sun-tans, with the light 
copper tones continuing as a smart 
choice for the popular white-and-tan 
shoe. 





My Life of Shoe Fitting 


[CONTINUED FROM PAGE 32] 


orthopedic workshop back of the store 
where he makes lasts for some special 
cases. Here are shoes for sadly clubbed 
feet, shoes for a man who has no toes, 
orthopedic shoes, in for correction and 
repair. 

Though he is a_ podiatrist, Max 
Deutsch refuses to assume the role of 
foot-physician. Occasionally he will 
prescribe shoes to correct simple de- 
formities. He prefers to fill prescrip- 
tions written by physicians and podia- 
trists, who keep him busy because they 
know he never fails to do a good job. 
He deplores the tendency on the part 
of unscrupulous retailers to pretend to 
a knowledge of orthopedic shoe fitting 
which they do not possess, and the 
sale, for the sake of a sale, of ortho- 
pedic shoes which are neither correc- 
tive nor a good fit. 

Scrupulously ‘ethical himself, he has 


supreme contempt for unethical re- 
tailers who stoop to such methods. 
“These fellows who put up orthopedic 
signs unauthorized and sell so-called 
corrective shoes hurt the dignity, not 
only of the legitimate corrective shoe 
profession, but of all honest shoe re- 
tailers. And they are antagonizing all 
podiatrists through their charlatan 
methods.” 

He guards jealously his reputation 
for honest dealing and honest mer- 
chandise. He is proud of his record, 
proud also of his two sons, Melvin and 
Ivan, who are in charge of a second 
store recently opened on the Grand 
Concourse, The Bronx, and who in 
gayer, brighter, and more modern sur- 
roundings are carrying on the fine 
tradition of Max Deutsch, Shoes. 





Old Shoe Business Sold 


SHELBURNE, FALLS, MAss.—The long- 
established shoe business of Jenks and 
Amstein has been sold to Morris Young 
and Joseph Goldstick of Springfield, by 
the former owner, Lloyd Kratt. The 
store has opened under the new man- 
agement. 

It was first established in 1871 by 
George W. Jenks at the same location 
as it is today. Upon the death of Mr. 
Jenks in 1913, Andrew Amstein, a part- 
ner for many years, became the pro- 
prietor and conducted the business un- 
til he retired. Mr. Kratt purchased the 
business about two years ago. 
















BOOT AND SHOE RECORDER, January 16, 1937 


Favor Permanent Shoe Fair Set-Up 


Cuicaco—The directors of the National Shoe Re- 
tailers Association, at their meeting here last week, 
were very enthusiastic over the success of the Second 
National Shoe Fair, under the joint sponsorship of 
the National Shoe Retailers Association and the Na- 
tional Boot and Shoe Manufacturers Association, and 
as an evidence of their approval of this joint sponsor- 
ship, the following resolution was unanimously 
adopted: 

“BE IT RESOLVED, that we officially express to 
the National Boot and Shoe Manufacturers Association 
our sincere appreciation for their splendid and whole- 
hearted cooperation in the Second National Shoe Fair. 

“BE IT FURTHER RESOLVED, that we express 
the earnest desire of the National Shoe Retailers Asso- 
ciation for a continuance of this arrangement with the 
hope that it may become a permanent annual insti- 
tution. 

“AND FURTHERMORE, that we highly commend 
the work of all the individuals of the Joint Com- 
mittee, under the very able leadership of Chairman 
Herbert N. Lape.” 


Army Shoes Advance 


Boston, Mass.—An advance of about seven per cent 
is being paid by the United States Army for service 
shoes, orders for which recently were placed by Lieut. 
Col. George Luberoff, commanding the Boston Quar- 
termaster Corps. Awards totaling 295,716 pairs were 
made to two different concerns. Bids had been asked 
on another lot of approximately 50,000 pairs, but 
awards were not made on this lot and it is now being 
re-advertised. 

The Joseph M. Herman Shoe Co., of Boston, was 
awarded the contract to manufacture 50,004 pairs of 
service shoes, Special Type B, for delivery March 20. 
at a price of $2.68 per pair; and 122,856 pairs at 
the same price to be delivered June 30. Bids on these 
shoes were as high as $3.22. 

The Endicott Johnson Corporation, of Endicott, 
N. Y., was awarded a contract to make 122,856 pairs 
of service shoes, Special Type E, at $2.5125 per pair, 
delivery to be made June 30. The highest bid on this 
lot was $2.98. 


The Editor’s Outlook 


[CONTINUED FROM PAGE 24] 


line of a type of shoe that never before was needed 
in his town. The same example was repeated a thou- 
sand times by one merchant telling another: “I made 
money selling such and such”—and so it goes, humane 
needs being engineered by forward-thinking merchants 
who see a profit-motif in selling more shoes for more 
uses. No matter what goes on in the broad reaches of 
economics, there are always opportunities for sales- 
manship, showmanship and shoemanship. 








The “Devon’’ 


Vanity Last 


STYLE No. 670—Black kid 
blueher oxford, arch brace and 
metatarsal construction, kid 
Last, 
jon, 


A Feature Cushioned Comfort 
Shoe Showing America’s Most 
Fashionable Style for Women 


A few of the fashionable styles we picture here— 
other outstanding numbers are carried in stock 
for immediate delivery. 


MAKES WALKING A NEW PLEASURE 


Rohn Nu-Matic Nail-less Shoes for women make 
walking a pleasure. Every step is cushioned as 
the foot rests on a live, sponge-rubber cushion, 
sober aa fastened between the insole and 
outsole. 


The “Ardsley” 


Vanity Last 
STYLE No. 666—Black kid 
blucher oxford, arch brace 
and metatarsal construction, 
kid quarter lining. Vanity 
Last, 3-point cushion construe- 
tion, 16/8 heel. Sizes AAA 
5-9, AA_ 42-9, A 4-9. B 
342-9, C 3-9, D and E 
2-9. 


The “‘Diana”’ 


Foot-Former Last 


STYLE No. 502—Black kid 
southern tie oxford, arch brace 


AAS-9, 
B 32-9, C 3-9, 
and EEE 2'2-9. 
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Je Nu-Matic Arch Brace 


Nu-Matic 
2 P Metatarsal Pad 
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BE WARE 
Note the name on the arch-brace and of Imitetions 

metatarsal pad. Visible to your customer's eye, 

and, therefore, a helpful selling feature. 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 
tion of standard colors and sizes. 


These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Vlews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JANUARY 16, 1937 


NATIONAL NEWS 





Urges Consumer Representation 





National Council of Shoe Retailers Adopts Resolution Favoring 
National Agency—Ward Melville Re-elected President 


CHIcAGo — Enactment of legislation 
of some sort at this session of Congress 
resulting in minimum standards of 
hours and wages for firms engaged in 
interstate commerce was predicted at 
the annual meeting of the National 
Council of Shoe Retailers, Inc., held 
here January 6. 

Ward Melville, of the Melville Shoe 
Corporation, who was re-elected presi- 
dent at the session, said that he be- 
lieved a way would be found to enact 
such legislation without recourse to a 
request for a constitutional amend- 
ment. He said it was doubtful in his 
mind, however, whether such legisla- 
tion would cover retailers, if enacted 
without a constitutional amendment, 
since retailing is clearly an intrastate 
activity and has been so recognized by 
the authors of proposed legislation, 
such as the O’Mahoney Bill. 

The public must be given considera- 
tion in planning any legislation affect- 
ing it, Mr. Melville said. He declared 
that the consumer had never been prop- 
erly represented, and pointed out “the 
continuing need for some strong na- 
tional voice representing the interests 
of the consumer.” 

The Council unanimously adopted a 
resolution offered by Irving Edison, go- 
ing on record in favor of the establish- 
ing of a national agency presenting the 
interests of the consumer to the public 
and to legislators without reference to 
any special interest. 

At its annual election, the Council 
elected the following officers and Board 
of Directors: President, Ward Melville, 
Melville Shoe Corporation; vice-presi- 
dents, George L. Smith, G. R. Kinney 
Company, Inc.; C. H. Feltman, Felt- 
man and Curme Shoe Stores Company, 
Inc.; A. A. Gallemkamp, Gallenkamp’s 
Shoe Stores, Inc.; treasurer, M. L. 
Friedman, A. S. Beck Shoe Corpora- 
tion. 

Directors: Mr. Robert W. Schiff, The 
Schiff Company; L. B. Sheppard, Shep- 
pard & Myers, Inc.; Harry Edison, 
Edison Brothers Stores, Inc.; F. A. 
Miller, Miller-Jones Company; Law- 
rence Merle, Endicott Johnson Corp.; 
D. J. Bryan, Cannon Shoe Company. 





Production Continues 


Over '35 Figure 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
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Washington, D. C.—Production of boots, 
shoes and slippers, exclusive of rubber, for the 
month of November, 1936, continues to show 
an increase over the figure set in 1935 accord- 
ing to the latest figures released by the Bureau 
of the Census, Department of Commerce. 
Although showing an increase of 7.5 per cent 
or 2,082,538 pairs, from its corresponding 
month in 1935, production in November of 
1936 showed a decrease of 24.9 per cent or 
9,869,818 pairs from the preceding month 
October. 

Production in 1936 in the period from 
January to November, inclusive, totaled 375,- 
565,779 pairs, a gain of 5.8 per cent or 
20,752,818 pairs over the corresponding period 
in 1935. 

The only decrease in production during the 
eleven month period of 1936 from 1935, is 
shown in children's shoes, exclusive of infant's, 
and in the all-fabric types. Boys’ and youths’ 
shoes showed a drop in production of 8.4 per 
cent or 1,381,957 pairs from the 1935 figure 
and misses’ and children's shoes also showed 
a decrease of 3.2 per cent or 1,111,198 pairs. 
The all-fabric shoe showed a decrease of 30.4 
per cent in this period of 1936 from the like 
period in 1935. 

The greatest increase in production for this 
period was shown by athletic shoes which 
gained 523,563 pairs or 30 per cent. 








Informative Talks on Leather 


NEw YorK—The Tanners’ Council 
of America announces that Dr. Fred 
O’Flaherty, director of the Department 
of Leather Research, University of Cin- 
cinnati, will give talks in three cities 
on the subject of “Germ Life and Its 
Influence on Leather Manufacture.” 

This talk will be illustrated by mo- 
tion pictures and is intended for fore- 
men and superintendents, as well as 
chemists, and will be easily understood 
by everyone. 

Following the talk there will be a 
general discussion of problems of 
leather manufacturing. All persons in- 
terested are invited to attend these 
meetings. 

The first meeting will be held at 
Philadelphia, Pa., at the Bankers and 
Manufacturers Club, on January 19. 
A luncheon is scheduled for 12.30 noon 
followed by a meeting at 1.30 p. m. 
Reservations should be sent to J. W. 
Keller, 315 Arch Street, Philadelphia, 
Pa. 

The following day, January 20, Dr. 
O’Flaherty will speak at the Hotel 
Roosevelt in New York City. The talk 
is scheduled for 8 p. m. and reserva- 
tions should be made through the Tan- 
ners’ Council. 

On January 22 at Salem, Mass., Dr. 
O’F laherty will conclude his series with 
a talk at the Hotel Hawthorne. Dinner 
will be at 7 p. m. followed by a meet- 
ing at 8.30 p. m. Reservations for 
dinner should be made direct to the 
Hawthorne hotel. 


J. Kopp Takes Children's Line 


PITTSBURGH, PA.—Julius Kopp has 
been appointed traveling representative 
for the Curtis, Stephens Embry Co. in 
the Western Pennsylvania, West 
Virginia and Eastern Ohio territory, 
succeeding M. Wheeler. Mr. Kopp is 
making his headquarters in the Hotel 
Henry, here. 


Purchase Plant 


PITTSFIELD, Mass. — The National 
Shoe Co., of New York, has purchased 
the Cutting Block on North Street, 
here, and will take possession February 
1. Extensive alterations and new front 
are planned. 
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What's Selling on Lincoln Road 





Retail Survey Gives Resort Shoe Picture—Accent on Colors in 
Southern Shoe Selling 


MiamA, Fia.—Along fashionable 
Lincoln Road in Miami Beach, Fla., 
the shoe shops are showing gay, 
vivid and glamorous sandals for 
aboard ship, for romancing under 
Southern skies, for dancing under 
Miami’s famous moon, or for just 
simply going places. It is the most 
colorful, most detailed collection in 
years, and all the new tropical foot- 
wear is exciting. High heels, low heels, 
or heels that are on the square—they 
all find a place in the picture. Shoes 
as sturdy as an Indian moccasin and 
others of the sandal type that are mere- 
ly a collection of straps. Of. linen, 
patent, kid and what-have-you, they 
are all on Lincoln Road today and will 
be found elsewhere six months from 
now. 

DePinna is showing a moccasin type 
shoe with a high front, ventilated or 
decorated with long narrow slits. From 
the high front to the low side run three 
narrow strips of elastic on each side. 
This holds the shoe in place and is a 
decidedly glorified version of the old 
Congress gaiter. 

Jay Thorpe is showing some stun- 
ning petit-point on linen in every color 
combination. The open toe, open heel 
sandal, is decidedly new and different. 
With it may be had a matching bag in 
petit-point. Another very smart shoe 
is a polka dot linen in blue or red with 
white dots. Wide slashings decorate the 
vamp. It has an open toe and open 
quarter, with a 2% heel. A third very 
smart sandal offered, is a cross strap 
patent sandal made up in a wide range 
of combinations. The strappings are 
perforated so that the underlay pro- 
duces a polka dot effect. It comes in 


red and green, green and yellow, red 
and blue and black and white. 

Frank Brothers is showing a sandal 
laced up the front with white and tied 
at the high top with tasseled ends. 
Open toe, closed heel and ankle strap. 
A white linen trimmed in green patent 
is smart. The same model is offered 
in patent, in suede and in kid. Very 
delicate and unusual was a powder blue 
kid with shell pink trim and lacing. 

Butlers, Inc., just opened for their 
second season on Lincoln Road, are of- 
fering some very good looking, medium- 
priced shoes. For evening wear they 
show a brilliant hand-braided sandal 
in gold and white, silver and white, 
gold or silver and black, and in colored 
kid combinations. Another nice sandal 





DATES TO REMEMBER 


Northwestern Shoe Retailers Regional 
Association Annual Convention, Hotel 
Martin, Sioux City, lowa, 

Jan. 17, 18, 19, 1937 

Texas Shoe Retailers Association Annual 
Convention, Hotel Adolphus, Dallas, 
PONE 23. sins Vanina.cee Jan. 25, 26, 27, 1937 

Middle Atlantic Shoe Retailers’ Associa- 
tion 23rd Annual Convention, Benjamin 
Franklin Hotel, Philadelphia, Pa., 

Feb. 7, 8, 9, 10, 1937 

Indiana Shoe Travelers Association Four- _ 
teenth Annual Indiana Shoe Buyers 
Week, Claypool Hotel, Indianapolis, 

| ESS Fea ratee ye Feb. 7, 8, 9, 1937 

Mor EOE oy epee sy March 28, 1937 

Illinois Shoe Retailers and Travelers Annual 
Convention, Pere Marquette Hotel, 
a a. ee ne: June 20, 21, 22, 1937 

Pennsylvania Shoe Travelers Association 
Annual Tri-State Shoe Mart, William 
Penn Hotel, Pittsburgh, Pa., 

July 18, 19, 20, 1937 
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for daytime wear is a doeskin with 
open toe and shank. It has the popular 
high front and long oval slashings 
serve as eyelets for self-color lacing. 
It may‘be had in all colors, and has an 
ankle strap. A more dressy doeskin 
shows a white kid trim along the front 
of the high vamp which simulates a 
zipper fastening. The same trim is used 
up the back. 

In Bonwit Teller’s they have a two- 
tone shoe with square toe that comes 
in a sports model; very smart and new. 
The “Crazy” shoe which they are of- 
fering for sports wear is of white with 
eight rows of round perforations run- 
ning across the vamp, through which 
are run colored laces of many shades. 
The top is bound in a cotton binding, 
with a cotton lacing to match. 

I. Miller is showing something very 
new and very lovely, the Grecian wrap 
around sandal, of white kid. It has a 
semi-enclosed quarter, but semi in this 
instance does not mean half. Only very 
small tabs of the kid are used to serve 
as a base for the eyelet through which 
the kid strap goes, and the straps, 
about two yards of them, thread back 
and forth across the foot and ankle in 
true Grecian style. It is offered in 
pastel shades, for afternoon or evening 
wear. They also have some clever lit- 
tle evening sandals in gold brocades, 
at the same price, and are prepared 
with matching bags, fully fitted. 

Burdine’s was offering a stunning 
bag and sandal combination, from 
Laird, Schober. The shoe was of white 
buck, open toe and closed counter, with 
straps of white stitched kid. It was 
shown in many color combinations, dif- 
ferent enough to be outstanding. An- 
other good shoe shown here was a cross- 
ed lapel model, a revolutionary new 
idea in shoe design to give a toe-less 
creation a glove fit. It comes in soft 
kidskin, in white, cloud blue or tree 
green. 

Burdine’s is also showing a deck shoe 
for men with new rope soles, a truly 
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Scott’s 


longtitudinal and metatarsa 

naturally while being my A ope 
sizes 3-9, incl. N & W. 

Style Now 2 same aoudie sup- 


no backing. 
$3.70 Doz "he $38 “Gr Prs. 





METATARSAL INSOLE 


Style No. I Comtertable air- cushioned | sponge rubber support for both 
Topped ith superior, light-colored, genuine 

calfskin. Backed with aad a of Dottom Teather Allows arches 

Packed one pair to attractive carton. Ladies’ 


BIG PROFIT Paice: $5.40 Doz. Prs. 
Style Noe 3B same insole as 


port, but with nag ed — topping, - = 2, but 
Plain white plit-side leather topping. Plain white 


"$3.10 Doz. Prs. $33 Gr. Prs. 


Your Order TODAY insures Immediate Delivery 


to function 


$60.00 Gr. Pr. 


without longitudinal support. 





A $1.00 Retailer that pays you a 
BIG PROFIT 


and brings back customers for 


REPEAT BUSINESS 


SCOTT 


FOOT APPLIANCE CO., Inc. 
OMAHA, NEBR., U.S.A. 


Scott Foot Appliances are pe wd exclusively through 
Shoe Stores and Shoe ents. 
Write for catalog | a ay Fly “oo complete Scott 








non-slip shoe. The tops of loosely woven 
white duck that cleans very easily, wi 

a thick rubber crepe to hold top and 
sole together. 

At the 712 Shoe Store they report 
that high-front shoes are running up. 
Coronation colors in low heel sports 
shoes are popular, with blue leading. 
Green is second in the picture, with red 
trailing third. This color range is a 
slight revision over the order predicted 
at the beginning of the season. Multi- 
colors in sandals are in high favor. 
For sports wear one of the most popu- 
lar models is a moccasin type with con- 
siderable detail in contrasting color. 
The most desired shoe in this line is a 
chamois and brown combination. 


Predicts Price Rise 


MIAMI BEACH, FLA. — According to 
Jesse Adler, New York shoe mer- 
chant, who is spending a vacation in 
southeastern Florida, retail shoe prices 
will be increased from 15 to 25 per 
cent by Spring, and in many instances 
before that time. 

Mr. Adler, who is chairman of the 
executive committee of the National 
Shoe Retailers Association, predicts 
that shoe men face the greatest sport 
shoe year of all time. “Whites” he 
said, “will lead for Spring and Sum- 
mer, with white buck type leathers, 
white kid suede and white elk predo- 
minating.” 

He is also forecasting the wear of 
many highly-colored shoes to add con- 
trast and life to ensembles. 


In Correction 


It was stated in a news item on Page 
33 of the January 2 issue of the Boor 
AND SHOE RECORDER that the Moose 
River Shoe Company, Inc., made 5000 
pairs yearly. This is incorrect; the 
fact is that the company is now making 
5000 pairs weekly and expect to in- 
crease production to 6500 pairs per 
-week by February. 


Polo Playing Shoe Man 


DAYTON, OHI0O—Dayton is the only 
city in the United States, it is believed, 
which can boast of having a polo play- 
ing shoe retailer. For the past twelve 
years, Carl W. Weber, manager of the 
Bostonian and Footsaver shoe depart- 
ment of the Metropolitan Company, a 
leading men’s store in this city, has 
been chasing the wooden white pill 
astride one of his two polo ponies. 


Whenever there is a polo tournament 
in this city. Mr. Weber is to be found 
in the line-up of the team representing 
the Miami Polo and Hunt Club. He is 
a hard-riding player and considered to 
be one of the best point getters in this 
section of the country. He has been 
in several bad spills but has been for- 
tunate to escape with nothing more 
serious than bad sprains. 

When he named his present polo 
ponies, he selected “Footsaver” for the 
better of the two inasmuch as it is sure- 
footed and fleet. The other one is called 
“Bostonian” after the shoes he sells. 

So far as he has been able to learn, 
he is the only shoe man in this country 
who plays polo. He has received nu- 
merous invitations to participate in 
eastern tournaments but he has de- 
clined. 


Wyman's Celebrates 
36th Anniversary 


BALTIMORE, Mp.—Wyman’s, 19 West 
Lexington Street, one of this city’s 
leading exclusive retail shoe concerns, 
recently observed the thirty-sixth anni- 
versary of the founding of the business 
by the late Maurice Wyman. In con- 
nection with this anniversary observ- 
ance the store featured every shoe in 
the store, women’s, men’s and chil- 
dren’s, at special anniversary prices. 

This anniversary occasion recalled 
the founding of the business by the late 
Maurice Wyman, 36 years ago. Mr. 
Wyman had gained an excellent knowl- 
edge of the shoe business while in the 
employ of others and at the time he 
decided to enter the shoe business for 
himself he was buyer of shoes for a 
local department store. He felt there 
was a definite need of a store where 
shoes of quality would be the pre- 
dominating theme, and consequently in 
opening his own store he did so with 
that thought in mind. As a conse- 
quence Wyman’s has become identified 
with the best in footwear. 

Mr. Wyman’s venture grew steadily 
until it attained a front rank position 
in the exclusive retail shoe field of the 
city. Wyman’s maintains a large four- 
story, and basement store at the Lex- 
ington Street address, where is offered 
a complete shoe service for the family. 

Henry Wyman, son of the late 
Maurice Wyman, heads the business 
founded by his late father. 


Ski Boots in Demand 


PITTSBURGH, Pa.—Ski boots, former- 
ly of little use in local shoe stores, 
have been in demand since Kaufmann’s 
and Gimbel’s ushered in campaigns to 
make local outdoor lovers ski-conscious. 
Special trains take local fans to Kane, 
Pa., on Sundays for skiing sessions. 
Hundreds of persons are taking those 
trips. 
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Riding Boots 











ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 











1636 Ranstead St., Phila., Pa. 

















H. J. Deters Convalesces 


BuFFraLo, N. Y.—While shoe retail- 
ers enjoyed, for the most part, a Christ- 
mas and New Year’s at home with their 
families and viewed with satisfaction 
the marked turn in business for the 
better, Harry J. Deters, business man- 
ager of the Buffalo Shoe Retailers Asso- 
ciation and widely known in shoe cir- 
cles in New York state, was forced to 
spend that period in the hospital. Mr. 
Deters was taken seriously sick early 
in December and was forced to enter 
the hospital. Just before Christmas, 
his illness took a turn for the better 
so that on Christmas day and New 
Year’s Day he was able to sit up in bed. 
Scores of his friends in the trade re- 
membered him on the holidays with 
postal cards and holiday greetings of 
different kinds and his family saw to 
it that a small Christmas tree was 
placed in his room. Mr. Deters now has 
passed the crisis in his illness and 
while still weak, his health is returning 
gradually. He expects soon to be able 
to dress and sit up in his room. 





N.E.S.L.A. Increases 
Membership 


Boston, Mass.—A notable increase 
in membership of the New England 
Shoe and Leather Association has oc- 
curred recently, upwards of thirty-five 
representative manufacturers having 
become enrolled. 

These new members represent suc- 
cessful businesses established in Maine, 
New Hampshire. and Massachusetts, 
which have become allied with the asso- 
ciation and thereby recognizing the 
necessity of organized effort and unified 
cooperation for mutual benefit and prog- 
ress for the betterment of business 
conditions as they involve the shoe in- 
dustry in those states. Among the com- 
panies who have been enrolled recently 
are the following: . 

Kennebec Shoe Co., Hallowell, Me.; 
S. Klayman & Son, Inc., Haverhill, 
Mass.; Federal Shoe Co., Inc., Lowell, 
Mass.; M. Sibulkin Shoe Co., Inc., 
Manchester, N. H.; B. W. Footwear 
Co., Inc., Worcester, Mass.; H. O. 
Rondeau Shoe Co., Farmington, N. H.; 
Kesslen Shoe Co., Kennebunk, Maine; 
Clark Shoe Co., Auburn, Me.; Head- 
way Shoe Corp., Webster, Mass.; Ansin 
Shoe Mfg. Co., Athol, Mass.; New- 
market Shoe Co., Newmarket, N. H.; 
Eagle Shoe Mfg. Co., Inc., Everett, 
Mass.; Fisher Shoe Co., Boston, Mass.; 
A. R. Hyde & Sons Co., Cambridge, 
Mass.; Wellesley Shoe Co., Framing- 
ham, Mass.; National Shoe & Slipper 
Co., Worcester, Mass.; Pilot Shoe Co., 
Chelsea, Mass.; Cord Shoe Co., Beverly, 
Mass.; E. R. Apt Shoe Co., Haverhill, 
Mass.; Snyder-Shaw Corp., Boston, 
Mass.; Norway Shoe Co., Norway, 
Maine; A. Jacob & Sons Co., Inc., East 
Lynn, Mass.; Charles Cushman Co., 
Auburn, .Me.; Adams Shoe Co., Somer- 
ville, Mass.; B & C ‘Shoe Co., Man- 
chester, N. H.; Sulkis Shoe Co., Marl- 
boro, Mass.; Dine Shoe Co., Wakefield, 
Mass. 

Aggressive efforts to still further in- 
crease the membership will be con- 
tinued. It is believed that within the 
next month or two upwards of 150 or 
200 additional manufacturers will ac- 
cept membership. With that number 
enrolled the New England Shoe and 
Leather Association will be more thor- 
oughly representative of the industry 
than at any time in the past. 





Clear Weather Hits 


Rubber Business 


BuFFALO, N. Y.—While shoe stores 
and shoe departments of department 
stores all did a big Christmas business, 
the weather operated to a large extent 
against the sales of rubber shoes. 
Usually at this season of the year, the 
demand for rubber shoes is at its crest 
but this year the weather was more 
like Southern California than Buffalo. 
The ground was hard and dry. The 
rubber houses, notwithstanding the bad 
break around Christmas time, did a 
good business during the Fall in this 
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GROWING UP... 
Right Into Your...... 
JUVENILE DEPT... 


Juvenile customers who grow up and 
graduate to adult sizes are just so 
much "water over the dam"—as far 
as your juvenile department is con- 
cerned. Replacing them is no task 
with those retailers who tap the 
reservoir of wearers of famous Mrs. 
Day's Ideal Baby Shoes—offering 
Flexible Hard Soles (5-8), carrying 
the same familiar trademark. 


MRS. DAY’S 


IDEAL BABY SHOE 


COMPANY 
DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
RES EE 








section owing to the géneral upturn of 
all business. In fact, some of the houses 
were hard pushed to make deliveries on 
time due to the demand. The prospects 
for lots of snow and rain before the 
Summer breaks forth are expected to 
take up the slack that existed in De- 
cember and simply carry over into the 
new year. business that during or- 
dinary seasons would have been done 
in the old year. 

Optimism among shoe people as to 
the new year is the highest it has 
been in six years. A large number of 
stores were forced to double up their 
sales forces during the last month or 
so. 


Dark Shades for the South 


MIAMI BEACH, FLA..— Delman is 
launching dark shoes for the south, a 
new venture for this season. The 
“Bandanna” is a very smart sandal, 
the heel and sole held to the foot with 
a kerchief of polka dotted silk tied 
around the ankle. 

Another has been named “Recom- 
pense” and is a practical marvel of 
bias lines. It has an open heel and 
shank, with an ankle strap holding the. 
vamp to the foot. It is offered in bright. 
or dark linens or in patent leather. 

The third new shoe is the “Lattice” 
pump, which they describe as being 
this year’s smartest white doeskin, but: 
gayest in dark, bright colored kids. 
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Bowling Shoes 





PROFESSIONAL 
BOWLING SHOES 
Men's Women’s 
$2.50 $2.40 







Ne. 240 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 





Riding Boots 








LARGEST 


BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Children’s 








COLT CROMWELL CO. 
thew York City 
524 Santa Fe Bidg. 
Dallas, Texas 
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John A. Lieg 


SHAWANO, Wis.—John A. Lieg, 70, 
prominent shoe merchant and former 
alderman and mayor of Shawano, died 
January 5 at his home here. Mr. Lieg 
operated a general store here for many 
years and in 1933 formed a partnership 
with his two sons, John and Bernard, 
in the operation of a retail shoe store. 
Mr. Lieg was also interested in the 
former Shawano Shoe factory. Besides 
his sons, Mr. Lieg is survived by his 
widow, a daughter, a sister and a 
brother. 





Thomas D. Ormiston 


GOUVERNEUR, N. Y. — Thomas D. 
Ormiston, who operated a retail shoe 
store in this place for some years, died 
at his home here recently at the age 
of 58 years after a very short illness. 
He went into the shoe business with 
his father, the late James Ormiston, 
and continued to conduct the business 
after his father’s death. Originally the 
store was established in 1876. 


Obituaries 


Leonard W. Hollis 


Boston, Mass.—Leonard W. Hollis, 
operator of the Arnold Boot Shop in 
the Hotel Statler, died Jan. 3 at his 
home, 49 Pillon Road, Milton, after a 
long illness. 

Mr. Hollis was born in Braintree, 
Sept. 2, 1881. He was graduated from 
Thayer Academy in 1900 and for a 
number of years worked with his 
father, the late Charles Webster Hollis, 
in the grocery and provision business. 
After his father’s death he entered the 
retail shoe business and was employed 
with Thayer McNeil Company and 
E. W. Burt Company. 

In the spring of 1927 he opened the 
Arnold Boot Shop with the late W. 
Percy Arnold of the M. N, Arnold Shoe 
Company, North Abington. Upon the 
death of his partner he became the 
sole owner of the business. 

He was a member of several organi- 
zations of his trade and the Delta 
Lodge of Masons, Braintree. Surviv- 
ing are his widow, Mrs. Dora E. Hollis, 
a daughter, Miss Elizabeth F. Hollis, 
and a brother, Harold D. Hollis of 
Boston. 





Robert E. Skaife 


ABINGTON, Mass. — Robert Edgar 
Skaife, 60, died January 5 at his home 
here. Mr. Skaife was a native of 
Manchester, England. He was formerly 
office manager of the Emerson Shoe 
Company in Rockland and since has 
been engaged in business for himself. 

He was a member of the Spencer 
Lodge, A.F. & A.M., the American 
Guild of Organists and was for a time 
business manager of the University 
Club of Boston. He had been the or- 
ganist at the All Saints Episcopal 
Church in Whitman for the past 12 
years. 


Paul C. Bibber 


AUBURN, ME.— Paul Curtis Bibber, 
66, a former shoe manufacturing ex- 
ecutive, died January 4 at his home 
here. He was stricken a week before. 

He was born in Harpswell, the son 
of Capt. John S. and Letitia Bibber, 
and entered the shoe industry at the 
age of 16 in Freeport. He came to 
Auburn in 1912, and was with the 
Cushman Hollis Company nearly 20 
years. He was a member of the Mystic 
Shrine, Kiwanis Club, and the High 
Street Congregational Church. 

He leaves his widow, Mrs. Gertrude 
Doughty Bibber; a son, a grandson and 
a sister. 


Morris Rubin 


WALLINGFORD, CONN.—Morris Rubin, 
proprietor of Rubin’s Men’s Shop, 4 
Center street, shoe and clothing firm, 
and one of Wallingford’s oldest mer- 
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ELAM'S 


PRE-WELTS 






STYLE 737 
CAMEL ELK 
SIZES 2 to 6 


Se!l the mother and you sell the 
shoe, Mothers want to know the 
where and whyfor-of the children's 
shoes before they buy. Retailers that 
sell Elam's shoes find selling the mother 
a simple task. The health building 
features, the superior quality of Elam's, 
shows the mother she is getting a 
correctly built, a better made shoe 


for her young one. 


F. S. ELAM SHOE CO. 











chants, died Jan. 4 after a brief ill- 
ness. He opened a men’s shoes and 
furnishings store in 19C8 and greatly 
expanded the business in later years. 
His wife, three sons and a daughter 
survive. 


Frank Hilliard 


MELVIN VILLAGE, N. H.—Frank Hil- 
liard, 86, once of the Hilliard & Mer- 
rill Company, cut sole manufacturers 
in Lynn, Mass., died suddenly at his 
home, December 26. 

Mr. Hilliard was for years a director 
of the Manufacturers’ National Bank, 
Lynn. He had been a resident at Melvin 
Village a number of years and in De- 
cember, 1934, was elected to the New 
Hampshire Legislature and became well 
known as the oldest man to serve in 
that body. 


John Miller 


PirrsspurcH, Pa.—John Miller, local 
shoe merchant, died suddenly at the 
Keystone Hospital in Harrisburg, Pa., 
where he went on a business trip, on 
January 4. He has been prominent in 
the shoe business, politics and social 
affairs for 40 years. He is survived 
by his daughter, four grandchildren 
and one brother, Alex Miller. He was 
a member of several local organiza- 
tions. Funeral services were held here 
on January 5. 
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[ at Philadelphia faa 
Business? 


Business travelers appreciate conveniences 
and comfort and service. That’s why you'll like 
the Benjamin Franklin when you're in Phila- 
delphia on business. Big, comfortable rooms; 
marvelous food; smiling, interested service. 
And economical rates...as low as $3.50 a day. 


THE 


BENJAMIN 
FRANKLIN 


samugL BARLEY, Managing Director 


PHILADELPHIA 
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as an aggressive modern place of business. 
Howell catalog showing benches, fitting stools and acces- 


sories will be mailed on request. 


HOWELL 


SH 
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MODERN FURNISHINGS 


Howell Chromsteel Furniture for shoe stores has both 
style and comfort appeal. It will distinguish your store 


A full-color 


CHARLES, ILLINOIS 





George Duffett 


Swampscott, Mass.—George Duffett, 

69, retired heel manufacturer, died De- 
cember 24 at his home, 22 Crescent 
Street, following a long illness. He 
operated a heel factory in Lynn for 
many years until his retirement in 
1933. 
- He was born in Bay de Verde, N. F., 
and had made his home here 33 years. 
He was a member of Glenmere Lodge, 
1.0.0.F; Mount Carmel Lodge, A. F. & 
A.M.; Zebulon Council, Royal Arch 
Chaper and Olivet Commandery and 
was active in the Church of the Re- 
deemer. 

He is survived by his widow, two 
daughters and two sisters. 





University Shoes Prove Popular 


INDIANAPOLIS, IND.—“Never in our 
experience have we offered footwear 
for the co-ed that has been in such 
demand,” says the manager of Ma- 
rott’s Family Shoe Store, 18-20 East 
Washington Street, in commenting on 
the response for their “University 
Shoes.” “Co-eds from practically every 
college and university in Indiana have 
praised these shoes for their leading 
style.” A different style of shoe was 
named after each of the Universities 
and colleges in Indiana, with the gen- 
eral name of “University Shoes.” They 
are offered in their ladies’ department. 


Large Attendance Expected 
at Middle Atlantic Show 


PITTSBURGH, Pa.—A large party of 
local shoe retailers will attend the 23rd 
annual convention of the Middle At- 
lantic Shoe Retailers Association to be 
held in Philadelphia for four days 
starting February 7. Interest in the 
event is being stirred up by members 
and officers of the Pittsburgh Shoe Re- 
tailers Association. Several shoe travel- 
ers in this territory are also making 
plans to attend the affair. 


Pennsylvania Travelers 
Elect Officers 


PITTSBURGH, Pa.— Edward Craney 
was re-elected president of the Penn- 
sylvania Shoe Travelers Association 
during a meeting held at the Hotel 
Henry on January 9. Herman Schuler 
was re-elected vice-president and 
Joseph Yorkin was re-named secretary 
and vice-president. 

A new office, that of a chairman of 
the board of directors, was created. 
Goodman Yorkin was elected chairman, 
with members named to the board of 
directors including Phil Landfish, 
Martin Lopen, Jack R. Levy and Louis 
Mannheim. 

It was pointed out during the meet- 
ing that the membership of the Penn- 
sylvania association increased over 100 
per cent within the last year, making 


it one of the strongest branches in the 
country. A luncheon preceded the 
annual election of officers’ meeting. 


December Sales Show 


Large Increase 


Boise, IDAHO — Shoe merchants of 
Idaho’s capital are all smiling over the 
splendid trade for December just pass- 
ed. Practically every shoe merchant re- 
ported a good increase over last De- 
cember, this despite the fact that De- 
cember, 1935, was a decidedly “wet” 
month while this December just passed 
has had but three slightly rainy days. 

“Had we only had the usual amount 
of rain,” said Ed Konrad of the C. C. 
Anderson store, “our receipts would 
have been even larger than they are. 
But as it is we have done a fine busi- 
ness.” 

“Business far exceeded last year, 
which was very good also,” remarked 
S. R. Mitchell of Falk’s shoe depart- 
ment. 


Opens Specialty Shoe Shop 


Erig, Pa.—Mr. Trost, who was con- 
nected with Trost & Lacey for many 
years, recently opened a modernistic 
shop at 14 West Eighth Street. 

Mr. Trost, who is well known in Erie, 
is greatly pleased to see many of his 
old friends and customers in his new 


shop. 





















Men's Shoes 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S.A. 
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DYERS OF LEATHERS, 
SUEDES AND FABRICS 
SPECIALIZING IN REDYING 
UNSALABLE COLORS 
INTO NEW SHADES 


ACESHOE DYERS CO. 
140 W. 42 ST., N. Y. C. 

















Philadelphia Travelers 
Hold Meeting 


PHILADELPHIA, Pa. — The Hotel 
Adelphia, here, was the scene of the 
annual get-together, meeting and elec- 
tion of officers of the Philadelphia Shoe 
Travelers Association on Saturday, 
Jan. 9. 

As usual at these affairs the meeting 
was preceded by a luncheon at which 
the membership were the guests of the 
association, and the luncheon was ac- 
companied and followed by an enter- 
tainment program of song and story 
that was both amusing and enjoyable. 
For both, chairman Charles Scanlon of 
the entertainment committee was re- 
sponsible. One of the features of the 
entertainment was the selection by the 
song leader of various members for 
both solos and quartet singing, which 
was revealing in its disclosure of real 
artistry on the part of quite a number 
of the membership. In fact certain of 
them compared very favorably with the 
professional features of the program. 

Following the social hour the busi- 
ness meeting opened with President 
Horowitz in the chair and the reports 
of the treasurer-secretary, showed the 
finances of the organization to be in 
good condition. The membership re- 
port made evident a membership in- 
crease of 10 per cent during the year 
and the prospect of further increases 
during the year now opening. 

Informal talks upon business sub- 
jects, the outlook and affairs of the 
association were given by Robert I. 
Rogers, Charles Scanlon, Samuel 
Koons, H. Walter Scott, Cal Mensch, 
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Attractive Health Shoe Window 










Here's a window which proves the point that it's perfectly possible to build styleful and 


attractive displays featurin 


men's health shoes. This window was used by the Dr. Shields 
shoe department in the Alex Rice department store of Montgomery, Alabama. 


It is an 


example of the kind of window display which can be counted on to command the attention 
and arouse the interest of men who are in the market for shoes of the corrective type. 








secretary of the Middle Atlantic Shoe 
Retailers Association, and others. 

In presenting his report as delegate 
from the association to the recently 
held Convention of the National Shoe 
Travelers Association in Chicago, Paul 
S. Lippincott referred to the discussion 
there of a proposition to divert cer- 
tain of the insurance reserve fund to 
the general treasury. The Philadelphia 
Association passed a resolution oppos- 
ing such a transfer at any time here- 
after. 

The proceedings closed with the elec- 
tion of officers for the present year, 
the election resulting in the naming of 
Louis Zuroff, president; O. J. Paden as 
vice-president; Paul S. Lippincott as 
secretary-treasurer and naming Sidney 
Horowitz and Charles Scanlon to fill 
two vacancies on the Board of Gov- 
ernors. 


Pittsburgh '36 Sales Show 
Increase 


PITTSBURGH, PA.—The shoe business 
of this district was caught in the in- 
creased velocity of general prosperity. 
While the exact figures are not yet 
available, a decisive increase over 1935 
was revealed in a general check up 
among retailers here. 

Many factors, the disastrous March 
flood being the least of these, enter into 
the picture of increased business activi- 
ty. A large Christmas fund, no doubt, 
added impetus to the most profitable 
Christmas season in years. 

Russell Carl, buyer of men’s shoes 
in Kaufmann’s Department Store, 
stated they have had an exceptionally 











good year, sales running considerably 
ahead of 1935. He also noticed an in- 
creasing tendency of the public to buy 
better grade shoes. Their department 
sold a surprisingly large number of 
slippers during the past Christmas 
season. 

O. N. Kitchen, head buyer of Joseph 
Horne Co., R. Dimel, buyer of men’s and 
women’s shoes at Gimbels, Mr. Calla- 
han, head buyer at Rosenbaum Depart- 
ment Store, Miss Posnour, buyer of 
children’s shoes at Gimbels, and many 
independents all concur in the state- 
ment that the shoe business for 1936 
was extremely gratifying. They all feel 
confident that the shoe business for the 
immediate future is going to be pleas- 
antly profitable for those dealers who 
are on their toes. 





Rozier With Huntington Shoe 


Los ANGELES, CALIF.—L. Rozier has 
again taken the Huntington Shoe Cor- 
poration line and is covering the Pacific 
Coast for them after an absence of 18 
months. He is carrying these shoes 
in addition to the Ephrata children’s 
shoes. As for the Huntington line, Mr. 
Rozier reports merchants are buying 
their whites much earlier than usual 
and are specifying early shipping dates. 
Fully 85 per cent of the white orders 
are for all-white, this in spite of the 
fact of so much talk about combina- 
tions being good. Ventilated patterns 
are selling better than ever before in 
all parts, except the city of San Fran- 
cisco. Plain toe, crepe soled, reversed 


calf oxfords are being written on most 
all orders and with plenty of sizes, too. 
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Howell Are Your Chairs? 


WE ARRANGED AND EQUIPPED THE SHOE STORE 
SEATING IN THE MODEL SHOE STORE AT THE 
NATIONAL SHOE FAIR AS PICTURED. 


WE CAN DUPLICATE THE SAME HOWELL STORE 


CAMERON COMPANY 


SEATING WITH CHAIRS, 


FITTING STOOLS, 


SMOKERS, ETC.; IN FACT, A SHOE STORE SEAT- 
ING COMPLETE FOR YOUR STORE AT 


$355.00 


(INSIDE PRICE) 


CONSISTING OF: 24 Chairs—Spring-cushion 


4 Fitting Stools to match 
4 Smokers in chrome 
1 Settee—Two-passenger 


Color: Ivory or your own color scheme. Write to 


e 209 SO. STATE STREET e 


CHICAGO 


HOWELL SHOE STORE SEATING 





Scholl Holds National Conference 


A group picture taken of the members of the Scholl Mfg. Company at the annual 

national sales conference, held at the Hotel Stevens in Chicago, December 14 to 18. 

Dr. Scholl, president of the company, is sixth from the left in the first row. V. F. 

Kelley, sales director of the organization, is first on Dr. Scholl's left and Dr. W. A. 
Hill, educational director, is fourth from the right. 


CHICAGO, ILL.—The annual national 
sales conference of the shoe division, 
the Scholl Mfg. Co., Inc., was held 
December 14 to 18 at the Hotel Stevens. 
This year the conference of Dr. Scholl’s 
field representatives and department 
heads took on added significance be- 
cause 1937 marks one-third of a cen- 
tury of progress and the anniversary of 
the year back in 1904 when Dr. Scholl 
originated his first foot appliance. 

Dr. Scholl, himself, addressed the 
meeting and stressed the great value of 
the 33 years of uninterrupted advertis- 
ing which has always been associated 
with Dr. Scholl and his company. V. F. 
Kelley, sales director, made every day’s 
session interesting as well as highly 
instructive. New plans for the coming 
year were heartily accepted by the men 
from all territories. Special days were 
designated for the various departments 
of Dr. Scholl’s Foot Comfort Service; 
the fitting and adjusting of arch sup- 
ports, proper recommendation of reme- 
dies, fitting shoes scientifically, taking 


and reading of Pedo-graph imprints, 
and several clinics on rendering the 
complete foot relief service. Mr. Kelley 
was assisted by W. A. Hill, educational 
director; G. C. Brons, western super- 
visor; F. A. Schanno, eastern supervi- 
sor, all of whom spoke on various sub- 
jects pertinent to a successful year in 
1937. 

A. B. Churchill, vice-president of 
Donahue & Coe, the company’s agency, 
and all the members of Dr. Scholl’s ad- 
vertising staff, E. G. Cisle, J. A. 
Wagner and A. A. Starin, touched 
upon the various phases of Dr. Scholl’s 
successful advertising record. 

In addition, practically every man 
was called upon from time to time to 
relate his own experiences and to offer 
his suggestions towards helping the 
other men. 

Among the other speakers were E. J. 
Hartung, vice-president, Foot Comfort 
Shops; B. C. Bowen, vice - president, 
Boot AND SHOE RECORDER, and W. J. 
Ahern, publisher of the Coast Shoe Re- 
porter. 


L.A. Shoe Men Strengthen 
Association 


Los ANGELES, CALIF. — At the last 
meeting of the Los Angeles Shoe Re- 
tailers Association, the name of the or- 
ganization was changed back to the 
original one. A few years ago the name 
of “Los Angeles Shoe Recovery Asso- 
ciation” was adopted at the suggestion 
of the former local N.R.A. body. C. H. 
Fontius, of the Ground Gripper Shoe 
Store, was elected president. T. R. Van 
Degrift is the secretary-treasurer and 
R. G. Brownhill of Young’s S peedy 
Shoes is the vice-president. The shoe 
men voted to affiliate with the Down- 
town Business Merchants Association, 
and to employ their paid secretary to 
attend to the needs of the retail shoe 
business. This move is the start of 
other retail groups to join in with the 
larger business group, so that matters 
of city-wide importance affecting re- 
tail business may have the attention of 
all interested. This move also means 
that any shoe store which is already 
a member of the Downtown association 
becomes a member of the shoe group. 
Aside from this increase the secretary 
reports a satisfactory increase of new 
members, as well as the reinstatement 
of some of the older members who have 
stopped being active. 


Banner Year for Louisville Trade 


LOUISVILLE, Ky.—1937 promises to be 
a banner year for Louisville shoe mer- 
chants. They haven’t yet caught their 
breath from the busy holidays, with 
their mobs of shoppers, and now what 
with Roger Babson saying that Louis- 
ville will lead the country in recovery 
and jubilant Kentucky farmers getting 
$22,000,000 for their burley crop, not to 
mention the dark tobaccos, it looks as 
if every shoe firm will declare a bonus 
next year! 





Shoe Accessories 


EASE CALLOUSES 
WITH IDEAL 
FELT METATARSAL BUTTONS 








Paris Stresses New 
Surface Treatments 
[CONTINUED FROM PAGE 30] 


A navy antelope pump among Enzel’s 
early Spring styles, is slashed across 
the toe into seven narrow strips held 
at center by a front strap. Each strip 
is piped with royal blue. The same 
idea is carried out in an evening pump 
of black antelope piped with gold, with 
the additional detail of the slender 
piped strips used vertically on the 
quarter. 

For formal wear is the pump of 
aubergine kid sketched, the one with 
two “rings” of black patent leather 
worked in and out for a high front 
detail. 

Velvet calf is important for flat- 
heeled sports shoes and for medium 
high heeled types suited to spectator 
sports and tailored wear. A new flat- 
heel style in wine red velvet calf has 
fancy detail on instep and quarter, 
worked out in red kid appliques on 
mauve kid. 

An Enzel model in white velvet calf 
combines with navy box calf for the 
quarter. The top edge is finished with 
a bank of large scallops in white and 
navy, through which the two-color 
leather lacing is run. 

In Paris, white is consistently asso- 
ciated with color or with black. A 
white suede sports shoe has a black 
patent quarter, and a tab front in 
black patent trimmed with appliques 
and stitchings in red and white. 

It remains for Perugia to join derby 
and Norwegian features in a single 
model. This alliance is illustrated in 
the laced shoe he made for Schiaparelli 
with its moccasin line accented by 
raised leather cording. 


Louis Robinson 


PITTSBURGH, PA.— Louis Robinson, 
35, shoe retailer at 2334 Carson Street 
here, for a number of years, died after 
a short illness on January 4. He is 
survived by one daughter, his mother 
and one brother. 
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C. Orville Romig 


DANVILLE, ILL.— 
C. Orville Romig, 
former well-known 
shoe traveler and 
retail merchant, 
died suddenly at 
his home here 
Tuesday, January 
5, aged 60 years. 
Except for a brief 
period when he 
lived in Peoria, Mr. 
Romig had been a 
lifelong resident of 
Danville, and most 
of his active life was spent in the shoe 
business. 

He began his career as a shoe sales- 
man when a young man, being em- 
ployed for several years at J. W. Aili- 
son Store, and later at Becker Shoe 
Company Store. For several years he 
was a traveling salesman for Moore- 
Shafer Shoe Company, Brockport, 
N. Y., and later for W. B. Coon Com- 
pany, Rochester. About 35 years ago 
he was in the retail shoe business in 
Danville with the late Homer Strong, 
the firm name being Strong & Romig. 
When he retired from this business he 
resumed his position as traveling sales- 
man, following it until a few years ago. 

The widow, formerly Rose B. Wool- 
sey, daughter of the late George 
Woolsey, editor and publisher’ of the 
Danville Banner for many years, and 
three daughters survive him. The 
daughters are Marion, wife of Charles 
Davison, Covington, Ind., ~Lois, a 
teacher at Edison School, and Patricia. 

Mr, Romig had a kindly, genial dis- 
position that won him the friendship 
of all who knew him. He was a fre- 
quent contributor to the columns of 
Boot AND SHOE RECORDER, and his 
whimsical good humor, as well as his 
keen knowledge of the shoe business, 
was reflected in his writings. 


C. Orville Romig 


Wolack With Crews-Beggs 


PuEBLO, Colo. — Joseph H. Wolack, 
popular and well-known shoe buyer in 
Denver, has resigned his position with 
the Golden Eagle Dry Goods Company, 
where he has been for the past year, 
to accept a position with the Crews- 
Beggs Dry Goods Company of this city, 
as basement shoe buyer. 

Mr. Wolack goes to the Crews-Beggs 
Company with a wide experience in the 
shoe retailing and merchandising field, 
having been actively- engaged in the 
shoe business for the past 14 years. 


Returns to Shoe Trade ° 


Boston, Mass.—Louis Jolles, well- 
known Boston shoe distributor, who has 
been absent from the shoe trade for the 
past three years, will resume business 
about the first of March, at 178 Lin- 
coln Street in this city. He will carry 
a line of staple shoes in stock for im- 
mediate delivery. 





YOu 
CAN HAVE 
YOUR CAKE 
AND EAT IT 


icgikea port t 


HOTEL LENNOX 


IN SAINT LOUIS 


We specialize in pleasing the hard- 
to-please guest. The more critical 
and exacting you are, the harder 
you'll fall for Lennox service. 
From the moment you register until 
you depart you’ll enjoy courteous 
treatment, restful sleep and pleas- 
ant surroundings at Hotel Lennox. 

Fine Food and Drink is 

Part of the Good Service 


RATES 
50% of all rooms rent for $3.50 or 
less, single; $5.00 or less double 


‘tkennox 


Within 1 Block of Hotel Maytair—under same management 
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WT 
UNISHANK 


STRENGTH 


The “heel to ball’ portion of a shoe resem- 


bles a bridge in function. In modern fashion 
shoes, particularly of the high heel type, this 
part of the shoe should have the greatest 
strength possible without bulky construction. 


Unishank is a skillful assembly into a single 
moulded unit of insole, steel, and fibre rein- 
forcer. By the application of fundamental 
mechanical principles this moulded unit im- 
parts to the shoe maximum strength through- 
out its life. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 











JANUARY 


ARE NOW 
READY 


The January price ticket 
is in white, blue and gold 
and has adequate space 
for wording or stock 
number. 
















Freshen up your New 
Year window display with 
harmonizing show cards 
and price tickets. The 
January show cards are 
now ready in an attrac- 
tive and seasonal design 
in gold and blue on a 
snowy white background 
and bear messages per- 
taining to style, quality, 
protective footwear, and 
January Clearance Sales. 













CARD HOLDERS 


Two styles are available; 
Natural wood finish or 
oval base — burnished 
gold —three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 































































Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 

each month for men's, women's, children's shoes, 

women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $!.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 
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Polly Clips 
Pouy Cu P for Price Tickets—Adjustable— 


for Price Tickets Tilt at any angle. 





Polly Shoe Holder 5 





mains in upright position. 





Recorder Stock Record 
Tickets 


for shoe cartons. Cyclone clips 
included: 





To display arch, branded, and 
fibre-sole shoes. Always re- 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 
12 dozen (printed or blank) 
6 o oe o Ld 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 


average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the. current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 





SERVICE | MONTHLY HOLDERS Tickers 





Ne. | $5.00 6 100 





Ne. 2 4.00 4 100 





Ne. 3 


























FOR ITSELF + IN 
7 (At INCREASED BUSINESS 


Mack Couper Vow! 








4 bs. 




















“R”: Pale yel- “QO”; White “Pp”: White 
low board. De- board; design board. Design 
sign in me- in two shades in turquoise 
dium blue. of green. blue and rose. 


Size: 1!” x 234”—Prices on opposite page. 
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lines not carried.) 
For 

OWNER 
for 


Checks 
subscribers 


must be drawn on U. S. 


< 
Kt 
~ 
4 
4 
qt 


additional 


- per year, payable 
per month. 
each month’s service deliv- 


$ 
card holders. 


foreign 


banks, or include exchange. 
month 


cash in advance, full year’s 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 


For this service we will pay 
service, 5% discount. 


from 
per 


FOR 


( 


MERCHANTS SERVICE DEPARTMENT 
BOOT € SHOE 
Sic OVAEY 


209 S:STATE ST: CHICAGO>:ILL: 


«+++, consisting of 
TICKETS, at 35¢ per fifty, 


. card holders (with 


the first month’s service). 


for Card Service 
additional. 


Please enter our order for the 
Recorder “‘Selling Messages,”’ 
beginning with JANUARY, 
continuing monthly for one 
blank tickets each month, 


year, 
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Classified and) Ward Af 











SALESMAN WANTED POSITION WANTED LINE WANTED 
Sole ligper to » any Same © grade ladies’ soft OSITION WANTED:—With Manufacturer Mere factory line women’s 
soled sli mission basis. Refer- or Wholesaler by young man thirty years velty shoes. Retail $3.00 for department 
ences. Mid "Wes Coast. Address F-197, of age, married. Fifteen years’ experience in store eo retail trade—for greater New York 
9th shoes—twelve years as buyer and manager, and surrounding towns. mmission. 


care Boot & * Shoe ecorder, 239 West 3 
Street, New York, N. Y. 





S ALESMEN: Generous commissions on fast 
selli line of pre-welts. In stock, sizes 2 
to 12. nm territories New England, Middle 
and Far West. If you are now selling shoes, 
you can earn substantial extra money with little 
effort. Apply at once stating age and 
lines carried. Address F-198, care Boot 
Recorder, 239 West 39th Street, New York, 
i 2 





S ALESMAN— Eastern Penna. rienced 

salesman familiar and known in this terri- 

is offered excellent opportunity. Trade 

ll established. Drawing account. Write 

fully. All correspondence treated confidential. 

Address F-206, care Boot & Shoe ts cee 
239 West 39th Street, New York, N. Y. 


S ALESMEN wanted to carry line of Shoe 

a and Waterproofers. Straight Com- 

mission. No objection to allied lines. Address 

al care Boot & Shoe ‘te Anaad 239 West 
9th Street, New York, 


ELL established Medium Priced Brooklyn 

Turn factory has opening for experienced 
man with good following for Mid-West and 
Wi . Commission Basis Only. 
Address F-208, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. 


SHOE. Salesmen with large following. All ter- 
compe 8 one except ith. sideline of 
popular S Dyes and Shoe Dressing, out- 
standing in and exceptional prices. Write 
ualifications, references, and territory. Address 
F214, care & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 














HELP WANTED 


Dy MANAGER capable of creating and 

windows and backgrounds for 
chair 10 designitten grade women’s shoes and ac- 
cessories stores. Only those Gerengity expe- 
rienced in quality stores or fine department 
stores need reply. State qualifications and ex- 
perience. Box 844, 1474 Broadway, New York. 








PARTNER WANTED 


ig wanted who can ee ae - 
ine o 


an outstandi 
Retail $4.00, $5.00 
Ned. 





Del Mae Locksti Aang 
and .50 grades. Fa setup unexce 
Cai pl of factory ai pocenienstely 1090 pairs 


a Agen F205, care Boot 
ourder, Federal St., 


now employed but wants to make a change. 
Can go in any territory that offers a _perma- 
nent connection, will furnish good references 
and be glad to have an interview. Address 
F-200, care Boot & Shoe 5 ae 239 West 
39th Street, New York, N. Y. 





SHOE | BUYER—available February 1, Chain 
experience desires buyer’s position with wo- 
men’s shoe chain. Young, energetic, = ca) 

ble. Address F-210, care Boot & Re. 
corder, 239 West 39th Street, New York N. Y. 


reference. Live wire Know how to sell! Ad- 
dress F-203, care Boot & Shoe Recorder, 239 
West 39th ‘Street, New York, N. 





SoLD men’s shoes for 16 years to best re- 
tailers and department stores in New York 
City and surrounding towns; desire connection 
with reliable manufacturer. Address F-212, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





Y QUNG man 25; 7 years shoe chain—ware- 
house office work. Buying findings, sup- 
plies, printing, shipping, receiving, trustworthy 
references. Sal lary at present unimportant. 
Must be opportunity for future. Address F-202, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





FOR SALE 


eo Store For Sale. Ladies Popular Priced 
ngues | Shoe Shop. New pp Modern 
Fixtures, ‘own of thirty t d population 
in West Virginia. Rent $100. Good Location. 
Doing good business. Reasons, for odting. Real 
o portant for live wire. Address F-199, care 
os, —_— 239 West 39th Street, 

New Fork: 








STABLISHED family shoe store in booming 

Metropolitan area, Business showing a 
steady annual increase, last 3 months. 28 
increase. rent on percentage basis, low 
overhead. A good honest buy for $6,000 cas! 
fixtures and stock, no balance. Address F201, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, Y. 





M R semi ort! ic s shop of 
ODERN hopedic shoe shi f 
the better kind. Located in the heart of 
Long Island. Good reason for selling. Must 
have $5,000 cash. This is an unusual oppor- 
good s an who is looking for 

a a business and real income. dress 
care Boot & Shoe Ragerter, 239 West 

39th Street, New York, N. 





HOE DEPARTMENT—Good location col- 
lege town j basis rent; me- 
dium May ok gel ont are. Pe an 


peme = ddress 
ae 239 West oth “Boece, New York, 











POSITION WANTED WANTED TO PURCHASE 
ANAG ere fifteen years’ experience grey Store Wanted: City or Country. 
SS price family. shoe. stores. Ad | Sour Oh amk 0 otal ame Adie 
dette oa 3, i Boot & Shoe Recorder, 239 i Ht, ot Boot Shoe Recorder, 239 West 
West 3 9th Street, New York, N. Y. h Street, New York, N. Y. 











FOR LEASE 








FOR LEASE 
Shoe Dept. space in 
Springfield, Mass. 
Best location, busy story, an exceptional 
opportunity. 


J. W. BALDWIN, 1341 MAIN ST., 
Springfield, 














BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can — to. No capi- 


tal required or goods to buy; no agency 
or soliciting. Bstablished 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











MERCHANTS’ NEEDS 


Pouy Cup 
for Price Tickets 





$4.00 


$2.25 
HALF @Ross 


Tilts at Any Angle 
M. D. Pollinger Co. 
HOLLAND BLOG. 
st. Louis mo. 











mum charge, 75 
address should be counted. 





cents. For all other classified advertisements the rate is 
When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
i" Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eg 


7 cents per word. 
Pr , Sae Gee ek end - 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all uniaeees ot ivertisements. oe 


inimum charge, 
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MERCHANTS’ NEEDS 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








and 

shoes in correct up- 

invisible when used. 

i oe never topple over. For men’s and women’s 

$00 00 per dozen $1.65 per 2 dozen. 

M. D. POLLING CO. 
Holland Bulldin 

CANA 

M.B 

6 Northeote Avenue, 


H 
seitien. pa Practical 


Louls, Me. 
IAN DISTRIBUTOR 
RADKIN & CO. 
Toronto 3, Canada 

















Michigan Merchants Meet 


[CONTINUED FROM PAGE 28] 


out cooperation with the shoe travelers 
club. Approval of the action of the 
directors in making the association a 
constituent body of the Michigan Fed- 
eration of Retail Merchants, including 
a dozen trade associations, was given 
by the convention. 

The association favored fair trade 
legislation, with state action in a bill 
to be submitted in the legislature short- 
ly. Few detailed recommendations were 
made during the meetings, which were 
devoted instead to general discussion, 
with important matters referred to 
committees for action during the year. 

The “Jamboree” Monday evening was 
a stage affair attended by four hundred 
and fifty, a capacity crowd. Sixteen 
vaudeville acts gave high class enter- 
tainment. 


Tuesday Afternoon Session 


Tuesday afternoon was devoted to 
round-table discussion of the Social Se- 
curity Act as it affects the shoe retailer, 
led by Alfred Dingell, assistant chief of 
the local security bureau. The matter 
was thoroughly discussed. Mr. Dingell 
said, among other things: “Part time 
employes count as regular employes for 
figuring liability to tax. This applies 
if they work one or more days in each 
of twenty weeks, and applies especially 


Samples on Request 


209 So. State St., Chicago, 





WE BUY 


jus and Retail 
Zanes Shoes such as 
io. + manewaeie. Vital- 
tonians, Stetson, Bed’ Cross, Nunn Bush, Bite. 

IRVIN RUBIN 

“The House of Jobs’ 

898 Reade St., or. Church 

Phone Barclay 7-7887 New York City 


Entire or 8 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shees 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 














to clerks employed by shoe stores on 
Saturdays only.” 

The convention closed Tuesday night 
with a mammoth banquet and style 
show combining two functions for the 
first time. Attendance was four hun- 
dred. A hundred foot runway was used 
by twenty models displaying eighty-five 
pairs of shoes from twenty-five manu- 
facturers. All types of shoes were dis- 
played. Mrs. Margaret Jolly, stylist 
from Fyfe company, was announcer 
for show. 

Committees for the Michigan Shoe 
Fair were as follows: General conven- 
tion committee—Clyde K. Taylor and 
Herman Meyer, co-chairmen; John 
Mann, M. J. Dalton, H. Burr, Fred 
Nentwig and Tom Hammond. 

Publicity committee—Nathan Hack, 
chairman; B. C. Olsee, Guy Dixon and 
Walter McGee. 

Insurance committee—Stuart Rack- 
ham, chairman; Ed Stocker, Edward 
Dittman, and John Och. 

Legislative committee—Joseph Bur- 
ton, chairman; Burt Pond, Fred Elliott, 
R. D. Murray and M. A. Mittelman. 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


MERCHANT’S SERVICE DEPT. 


INTERCHANGEABLE Metal Jee 
Yo” high. For Pricing Merchandise. 
Used by Leading Shoe Stores 
SET: $8.50 for satin finish (dull) 

$10.50 for chromium finish (bright) 
100 numerals—20 dollar marks, 20 periods, 
in a set. When ordering, mention the prices 
you display—assortment made accordingly. 

Also plate glass mirror signs, blue 

or black, with white catalin letters 
COMBINATION PRODUCTS CO. 
64-74 West 23rd St. New York, N. Y. 

















FIT SHOES 
SCIENTIFICALLY 


YOU'LL 
INCREASE 
YOUR 
SALES 


. 


THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Accurate 
a Length - Toe Length - bt fh ALL at onee. 
. Our cost of adjustments owing to mis- 
fits has been reduced oeectally and we feel that 
& percentage of credit is due the Brannock De- 
vice. Px 2. H. = & Company. 
Hun dreds of dealers sales and build- 
ing a@ reputation for ee “Atting with the 
Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 


SYRACUSE, N. Y. 

















Style Show committee—H. Burr, 
chairman; W. Labram, M. Van Aul- 
stein, Frank Wood and A. Allen. 

Membership and registration commit- 
tee—Glenn J. Buell, chairman; Ed 
Stocker, Joseph Burton, R. Murray, 
Ralph Meanwell, Burt Pond, O. R. Jen- 
kins, C. E. Masters, Arthur Jochen, 
Ernest Bradshaw, B. C. Olsee and David 
Lieberwitz. 
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Increase Shown in Canadian 
Rubber Footwear 


MONTREAL, CANADA—“Sales of rub- 
ber footwear showed an improvement 
in 1936 as opposed to a shrinkage in 
1935,” reports F. A. Warren, president 
of Gutta-Percha and Rubber, Limited, 
and past president of the Rubber Asso- 
ciation of Canada. “To no small degree 
this has been due to the lessened im- 
portations, which in 1935 amounted to 
more than 1,000,000 pairs, chiefly from 
foreign countries. The co-operation of 
the Government in this respect is much 
appreciated. As is now generally real- 
ized, it is impossible for Canadian labor 
to compete successfully, despite efficient 
equipment, against the very much low- 
er standards of living, and the conse- 
quent lower costs, of most foreign coun- 
tries. During the past year the still 
substantial importations have come 
largely from certain parts of the 
Empire. 

“Proper care with regard to the re- 
newal of the Empire Trade Agreements 
is necessary if the Canadian rubber 
footwear industry is to be safeguarded 
from the demoralizing effect of increas- 
ingly heavy importations from parts of 
the Empire having, like most foreign 
countries, much lower standards of liv- 
ing, which result in lower costs. 

“To bolster the inroads into the can- 
vas rubber-soled section of the rubber 
footwear industry, leather shoes with 
rubber soles have made their appear- 
ance and have assisted in retaining 
otherwise lost volume to the industry. 
The heel and soling division showed a 
definite decrease in comparison with the 
previous corresponding period. This 
was entirely in original equipment sales 
to leather shoe manufacturers.” 





Stewart to Visit Pacific Coast 


CHICAGO, ILL.—R. N. Stewart, genial 
purveyor of the Dunde Shoe Re-Shap- 
ing Devices, who has been concentrat- 
ing his recent efforts in the East, at- 
tending the Shoe Fashion Guild Show 
and the National Shoe Fair, will soon 
follow the advice of Horace Greeley. Mr. 
Stewart will leave Chicago to attend 
the Oklahoma - Texas Show and from 
there will proceed to the West Coast. 
The threat of snow and cold weather 
in the Mid-West, aside from the desire 
to renew old acquaintances in the 
Pacific territory, may be somewhat re- 
sponsible for Mr. Stewart’s move at 
this time. 





Plans Production Step-Up 


MANCHESTER, N. H.—With new ma- 
chinery being installed in all depart- 
ments, the Morse and Molloy Shoe Co. 
here is prepared to step up production 
from 2800 to 3600 pairs daily. Large 
orders are reported and production is 
said to be showing a steady gain. 

While fancy suedes and gabardines 
are quite active, white shoes are much 
in evidence and are said to look like 
volume numbers. 








BOOT AND SHOE RECORDER, January 16, 1937 


A Dying Cpuidle 


BOOTS AND SHOES 


BROOKS SHOE MFG; CO., Philadelphia, Pa........ 2.002. ee cee neees 42 
BROWN SHOE COMPANY, St. Louis, Mo..... 2.0.0.0... ccc ccc ccc cece uc eeneeueees 33 
CAMBRIDGE RUBBER CO., Cambridge, Mass..............¢.. cece ceeceeeee Back Cover 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............ 0.0 .c cece eee ceeee 4 
eae en ee VOPR Ci i ai. oo scenes ccd ies vce vce nana be wdeeeabs 42 
CONNELL, J. M., SHOE CO., S. Braintree, Mass............ 0... cc ccc cece cece 40 
a oe i en: Mernetier V6... oc. 6 5s i once Secesa de dets yo Ndivs Fiaeee 42 
ENDICOTT-JOHNSON CORP., Endicott, N. Y........... cc cc cc ceecccuceveceeees 4, 5 
anne SE I, “URIS, Ws io ss oo Fulks Rains w barvewiad ab be Abwercabus we 10 
GREEN, DANIEL, COMPANY, Dolgeville, N. Y...........0.0 ccc cceeeceeeeceee 2nd Cover 
Sy eevee SOU er, Sto howe Mos. 6 is bo. ecb i gidiis Ba. cuhpee asec. 8 
Qaneeeunas oe San Penna. Pas PR eel oe EARS 40 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................00% 7 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............0.ccceeececeeecues 40 
Worn SHOE Mray GO. Milwaubse, Wits. oi... occ c ceca ce css oereee reels 8s 35 


LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston and New York City.......... 0. ccc cece cece cee eeeeeees | 


CORONIAL TARR Eire Ow Boston, Mass... 6. occ ces sec cece cc ccccsecccece 6 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass...................00.. Front Cover 
ENGLAND WALTON GO. Goston, Mate. 06066 bi A es eee weis 38 
MPV ie I AN SONG iss oc sc occ cs oc oss ve cocececccccscaccsves 25 
CR ye an PO VC Gc ie on Lote ces cee c ev ccs cccusbbiees 2, 3 
LIMA CORD SOLE & HEEL CO., Lima, O.......... 0... cece cece eee 3rd Cover 
SURPASS CATs, PIOONO FO. nk eee cect cece cere ewe ce cece 29? 


STORE EQUIPMENT AND ACCESSORIES 
RAP Sree Mates, S¥FOCUSS, N.Y... ec cceicc ce cbinevecccctceecceows 5! 
CAMERON ‘COMPADIT, Chicago, Ill... 2... ieee eck cc ccc c eee ceccecacveeces 45 
COMBINATION PRODUCTS CO., New York City............000 000 ccc cece cee ee 51 
GRAND RAPIDS STORE EQUIPMENT CO., Grand Rapids, Mich................... 27 
PG e ices me UPN Ta so 5S eae, KEW cree ibn vielek orc kaeaaindss 43 
Ps ee Ce, OU, Lees, We Ve ESS 50, 51 
Sn I SUNN gc acy x asc o0's. ain gs Aon 86d ¢ Abd mein 0 Bp. nd ouena 23 
SCOTT FOOT APPLIANCE CO., Omaha, Neb.............. 0.0 cece ete cence eee 39 
SECURITY SHOE FINDINGS MFG. CO., Chicago, Ill.............. 0050.0 cece eee 46 
SOG Pe ts PIII Ne iii gees ns aos co cigns oie nka cebu ee baw dsle ders 34 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
Ae Sete eee ta, Wow York City... oo. cocic cece cecines cence: ce Meactececs 44 
UNITED FAST COLOR EYELET CO., Boston, Mass..... 0.0.0.0... ccc ccc ccc cee eeeeees 36 
UNITED SHOE MACHINERY CORP., Boston, Mass.................000. 00005 31, 41, 47 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City..........0.00.0 000.0 c ccc ccc ec cece eee eees 5! 
HOTEL BENJAMIN FRANKLIN, Philadelphia, Pa..... 2.22... 6 ek ee ec cece eee eee 43 
Pees MUMUN ICBO UNS iin coke Occ. conics vec ve be cee veeceviee 51 
OE SEE EL A LD E TELAT DIADORA Ee OEE ET LEAL 46 
EO Mass ss a gay ss ap chine oivid wane <gi'egh ieee ve 0d 6 ¥% 51 
KIRSCH-BLACHER CO., INC., New York City.........0.. 0.0 cece cece cee ee eee 51 
STEPHENSON LABORATORY, Boston, Mass. .......... 00.00 c cece cece eect eeeeneee 50 
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SHOES FOR CHILDREN 
BUILT TO A STANDARD OF QUALITY 


Parents create many standards by the service of articles 
they buy for their children. Vitality Juvenile Shoes are 
built to a high standard of quality and, therefore, are 
trade-building factors in their own right and in develop- 
ing additional standards for the name with parents. 


In addition to the regular Juvenile line, Vitality Vitapoise 
Feature Shoes provide an additional opportunity for 
dealers to profit with Vitality. This line meets a demand 
for shoes with modified corrective characteristics. They 
are made over a special last that develops a pitch within 
the shoe to augment the elevation of the special heel 
wedge. Support is thus provided and proper alignment 
given the foot and ankle, permitting normal develop- 
ment and correct posture. 


Investigate the Vitality proposition for children. 


VITALITY SHOE COMPANY .- ST. LOUIS, MISSOURI 


Branch of International Shoe Company 


ITY 


- pea apsr pt BOYS’ WOMEN’S MEN’S 
mos tose AtoE « Sizes1to6 AAAAAtoEEE eSizes2to11 AAAtoG » Sizes 4 to 14 
Priced according to size $4 and $4.50 $6.75, a few styles $6.00 $5, $6, $6.75 


VITAPOISE FEATURE SHOES FOR CHILDREN $3.00 TO $5.50, PRICED ACCORDING TO SIZE. 
VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5.00. 








1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 


1936 . 


2,742,635 
- 4,425,321 
4,553,988 
. 5,163,256 
. 1,452,646 
9,264,812 
. 11,470,477 
. 12,460,312 


17,701,588 


fos the Best Fatent Leather Shoes 
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MERIT HAS MADE 






























COLONIAL PATENT 


RP 


THE WORLD’S LARGEST 


SELLING PATENT LEATHER 


DURING 1936 COLONIAL 
PATENT SOLD AT THE 
RATE OF MORE THAN 


33 FEET PER MINUTE * 


. . » LES, 33.6788 feet of Colonial Patent were 
sold during every single minute of 1936. That’s a lot of 
proved patent leather but, taking past performances 
into consideration, a new Colonial record was inevitable. 
Each year there has been a phenomenal growth in 
footage figures and particularly in Colonial Black. That 
was inevitable, too. Colonial Patent is a finer product. 


The color range covers every need. And the Colonial 


isi liad RRS OEM p's ie seit ins. 


Patent finish has yet to be equalled in any grade 
and in any part of the world. Colonial Tanning Com- ‘ 
pany has gone forward because that is where Colonial 
Patent has found its place — in front of the field. 
Colonial Tanning Company, Boston, Massachusetts. 






* The above calculation is based on twenty-four hour 
a day production for the entire 365 days of the year. 


NAL 
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1937 


In the lower-priced, mass-volume, shoe field no other detail 
can do so much for style, comfort and wear as Spaulding 
Counters—at such a trifling additional cost. Hilda’s work 
is hard on her feet—and harder on her shoes. Constant 
bending, stooping and walking puts a terrific strain on the 
counters. Unless they’re Spaulding’s, the strain shows up 
in loose-fitting ankles, caved-in edges around the opening, 
lop-sided wear on the heel and sooner or later—blisters. 
Hilda, and millions like her, don’t know about shoe con- 
struction. But they do know—and like immensely—shoes 
with comfortable heels that stay snug and good looking. 
That’s why they invariably, though unknowingly, select shoes 
with Spaulding Counters. Are your shoes among them? 





Page 3 


i wll lhgs weal sx Hee Mose 


for Spaulding Counters give her Happy Heels 





FAULDING 


Counters 


“WNade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS $O MUCH... AND COSTS $O LITTLE 
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IT'S TIME TO 


7363—White Buckite Bal, Gun Metal 

Tip and Foxing, Oak Sole, 9/8 Rub- 
ber Heel, Goodyear Welt. Sizes 
6/\1, Width D 


7362—Same with Tan Tip and Foxing. 


7355—White Buckite Bal, Oak Sole, 
Rubber Heel, Goodyear Welt. Sizes 
C, D, 6/11 


7352—White Buckite Bal, Plain Toe, 
Oak Sole, 9/8 Rubber Heel, Good- 
year Welt. Sizes 6/11, Widths C, 


1355—White Elk Bal, Gun Metal 
Vamp Panels, Composition Sole, 9/8 
Rubber Heel, McKay Construction. 
Sizes 6/11 


1354—Same with Tan Vamp Panels. 


1347—White Elk Bal, 2 Row Cord 
Vamp, Composition Sole, 9/8 Rubber 
Heel, McKay Construction. Sizes 








ENDICOTT -]0- 





BOOT AND SHOE RECORDER, January 23, 1937 


THINK OF WARMER DAYS 
AND SPORT SHOES FOR MEN! 


You'll see these styles everywhere in the Southland this 
Winter—on the smartest men at the smartest places—and 
they'll be the very same types that your customers will 
demand when they come into your store to select their 
Spring and Summer shoe wardrobe. 


Nearly every man will be a real prospect for white shoes 
this Spring for they are just as necessary in warm weather 
as light weight suits and flannels. They will be worn at 
business too as well as during leisure hours. 


This men’s Sport Shoe line by Endicott-Johnson is styled 
right and made right and will prove to be an outstanding 
business builder for your store. 


Be ready to meet this demand for Sport Shoes which 1s 
creeping Northward with the Sun! Order them today from 
In-Stock ! 


1366—White Elk Bal, Composition THERES AN ° | 
Sole, Rubber Heel, McKay Construc- ENDICOTT -JOHNSON 


Yon. Sixes 6/11 (Product 
r FOR 
AVA. OAS) LO) SO) 4 
. IN AMERICA 


NJENDICOTT, NY. SEs3ekkai9 
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TIME EX TEN OD E D 


wre old. window lighting shader 
- Atul worth $1.00 each! 


Good news to those merchants whose frenzied trade of the holidays 
left little time to indulge in store modernization. You can still get 
X-Ray better show-window lighting at the lowest price in history! 


The Curtis TRADE-IN-OFFER has been extended! But, ‘‘Make hay 
while the sun shines’”’. . . turn in your antiquated lighting shades now 
and get $1.00’s value for each on new X-Ray Reflectors . . . the power- 
ful show window reflectors that put brilliant light on the ‘‘Attraction- 
Zone’’ and make your merchandise sell. 


Details of the Curtis TRADE-IN OFFER are yours for the asking... 
tear off the coupon, sign your name, mail it today. 
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. . « « for conservative 
business or active sports 


is the vegetable tannage for SPRING 


While its companion leather, Norwegian Grain, appears chiefly 
in perforated shoes, golf shoes, and other specialties, Cretan 
Calf comes into its own as a general-purpose leather for Spring 
lines. Smooth, lustrous, but unglazed — available in the season's 
authentic colors . . . Today, from lines of leading manufacturers, 
merchants can meet the growing demand for a year-around 
shoe wardrobe of Gallun’s vegetable tannage. A. F. GALLUN 
& SONS CORPORATION, Milwaukee, Wisconsin. » » » 


When writing advertisers please mention Boot and Shoe Recorder 





